[anking Fiblicity 


Special 


FINANCIAL ADVERTISERS ASSOCIATION 


Section of The Bankers 


NOVEMBER, 1919 





A Most Successful Convention at New 
Orleans—Addresses Full of Enthus- 
iasm for the Cause 


THE growth and progress of 
financial advertising in this 
country was clearly demon- 
strated at the big meeting 
of the Financial Advertisers 
Association at New Orleans 
September 21-25. This de- 
partment has become one of 
the most important sections 
of the Associated Advertis- 
ing Clubs of the World and 
wider interest is being shown 
in its work each year. 

A program rich in prac- 
tical subjects was prepared 
and the three days session 
was replete with good things 
for those who attended. 

R. S. Hecht, president of 
the Hibernia Bank and Trust 
Co., sounded the keynote of 
the Convention in his ad- 
dress of welcome. “When 
Mr. Rizg and Mr. Cooke and 
Mr. Holderness and_ the 
others got together and or- 
ganized this Association,” he 
said, “those of us who are 
really interested in the 
growth of our institutions 
very quickly realized that 
here was ean _ organization 
which meant business, and 
ene which if guided properly, 
would bring financial adver- 
tising out of the slough of 
despond in which it had been 
floundering for years up on 
to the high ground of intel- 
-igent, constructive, con- 
sistent and persistent en- 
deavor and accomplishmert. 

“You are here today to 
participate in, and _ enjoy 
these sessions because you 
tee believe in the purpose of 
this organization, and be- 
cause you too have a vision, 
and are crystallizing that 
vision into results, the same 
as did those pioneers in the 
af days of the Associa- 
ion. 


He described the so-called 


bank advertising of twenty, 
‘ifteen and even ten years 
ago, with a few brilliant ex- 
ceptions, as so inane as to be 
positively pitiful. | Contin- 
uing, he said: 


I have heard it described as 
“tombstone” advertising, and cer- 
tainly no more appropriate adjec- 
tive could be used, for it produced 
just about the same result as do 
the inscriptions that you will read 
in the average well-organized and 
well-conducted cemetery. 

With the birth of the Financial 
Advertisers Association there was 
sounded the death knell of the 
“Steenth - National -Bank-Capital- 
and-Surplus - $50,000-Transacts-a 
General-Banking-Business”’ style of 
bank advertising and there was 
ushered in the modern twentieth 
century style now employed by 
practically all live banking and 
investment institutions. 

With the birth of our Associa- 
tion, there was born also a bigger, 
modern, more human conception of 
the duty which the banking institu- 
tion owes to the community. Per- 
haps this fact is best exemplified 
by the wonderful manner in which 
the members of our Association, 
not as members, but as individual 
patriotic American’ _ citizens, set 
aside everything of a personal and 
private nature in order to give of 
their knowledge and of their exper- 
ience and of their ability in helping 
Uncle Sam and his Allies ever- 
lastingly to crush the greatest foe 
ef righteous, and fair, and square 
publicity which the world has ever 
known. 

Not all of our people, unfor- 
tunately were prepared when War 
came upon us, but when there 
came the great big job of raising 
billions of dollars in order to suc- 
cessfully wage our War against 
mediaeval arrogance, the members 
of the Association were prepared, 
and to you and your associates in 
the Financial Advertisers Associa- 
tion, in no small degree, belongs 
credit for the remarkable success 
of our Governmental financing. 

But our work is only just begun. 
The people of our country, inspired 
by just patriotism and encouraged 
by intelligent publicity, learned 
during the past few years what it 
means to sacrifice and save. Our 
big purpose from now on, must be 
to still further popularize construc- 
tive and continuous thrift, and to 
convert into a permanent habit 
that temporary practice developed 
during war time, 
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Ours is a worth-while organiza- 
tion. We are banded together for 
mutual improvement, for com- 
munity betterment, and for national 
progress, and so I say now, as I did 
a few minutes ago, it is with 
peculiar pleasure and pride that as 
a Charter member of this Associa- 
tron, as a New Orleans banker try- 
ing to help in the accomplishment 
of your purpose, as a citizen of the 
Crescent City, which has_ the 
privilege of entertaining you dur- 
ing the days of this great conven- 
tion, and on behalf of my brother 
bankers, I welcome you to New 
Orleans—the City of new oppor- 
tunity—the gate-way to Latin- 
America—with all my heart. 


Address of the President 


President W. R. Morehouse 
in his address referred to the 
awakening of interest in bank 
advertising among financial 
institutions through the 
many war activities. In 
his opinion the great world 
war did more to bring fi- 
nancial advertising to the 
favorable attention of our 
bankers than what financial 
advertisers were able to do 
in all the years prior to the 
great struggle. The war al- 
most entirely swept away 
that old mistaken notion that 
it is undignified for banks to 
advertise. In a few months 
it advanced financial ad- 
vertising fully ten years. 


Many banks which looked with 
indifference on advertising prior to 
the war used it extensively in the 
sale of war bonds and _ stamps. 
Posters and banners, which under 
no ordinary circumstances would 
have been permitted to adorn the 
walls of these banks, were used in 
superabundance. By using these 
various mediums to sell war secur- 
ities, hundreds of banks have been 
soundly converted to the value of 
advertising. The war gave them 
a splendid opportunity to put ad- 
vertising to the severest test pos- 
sible, which they did with gratify- 
ing results. This has made it 
easy for our bankers to reach the 
conclusion that it is not only 
dignified for them to advertise, but 
that it can be made very profitable 
as well. 

Just recently one of our oldest 
end largest institutions announced 
an extensive business-building cam- 
paign. Not to my knowledge had 
this great bank ever expressed it- 
self as favorable to advertising, 
even in a small way. Another case 
which will serve to illustrate how 
banks. are favoring the use of ad- 
vertising came to my attention only 
recently. The cashier of an out- 
of-town bank called to see me, if 
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possible to secure some assistance 
in getting his bank back into the 
lead from which it had been dis- 
placed by neighboring institutions. 
He told me that the president of 
his bank had for nearly thirty years 
opposed the use of advertising on 
the grounds that it would be un- 
becoming for his bank to advertise 
for new business. It was while 
this bank president was disregard- 
ing advertising that three other 
banks had been organized in the 
same locality. They were con- 
sistent advertisers and soon dis- 
placed this old bank in point of de- 
posits, pushing it down into fourth 
place. 

If you will but scan the field you 
will find that there are hundreds of 
banks which up until the war 
maintained a “watchful waiting” 
attitude, indifferent to the value of 
advertising, that are now rapidly 
coming out in favor of its use as 
a business-builder. Note the hun- 
dreds of banks that are today ad- 
vertising their bond departments 
which prior to the war were sel- 
dom, if ever, seen in the daily 
newspapers. It won’t be long be- 
fore these same banks will be ad- 
vertising other departments, and 
in time they will become full- 
fledged advertisers. 

If I read the signs of the times 
correctly, financial advertising is 
rapidly coming into its own as the 
greatest medium in determining the 
future growth of our financial 
institutions. Today it has the 
right of way as at no time in his- 
tory. It is on the main line—suc- 
cess is certain for financial ad- 
vertising. 


Woman and the Bank 


Mrs. Eleanor Germo the 
enterprising advertising man- 
ager of the Les Angeles 
Trust and Savings’ Bank, 
spoke of the place women 
were taking in the business 
and prefession of advertising. 
Her subject was “Adam and 
Five in the Garden of Adver- 
tising” and among other 
thines she said: 


Needless to say, Eve wouldn't be 
working by Adam’s side in the 
Garden of Advertising today unless 
Adam himself were perfectly will- 
ing that she should. But adver- 
tising men—the ones who make ad- 
vertising history—are broad mind- 
ed, generous men. Without desir- 
ing to compliment even so splendid 
a representation as the FAA con- 
tains, I do want to say that you 
men in the advertising field are 
partly responsible for the fact that 
Woman has won success here with- 
out first having to break down the 
strong barriers of sex prejudice 
which she has encountered in other 
professions. 

In spite of the great progress 
that has been made, however, bank 
advertising today is not 100 per 
cent productive because it is not 
yet 100 per cent human. Yet to- 
day, more than ever before, there 
surely is the strongest reason for 
injecting humanness into every 
piece of copy that we write. The 
world is being humanized. The 
peoples of the world, drawn to- 
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gether by their common tragedies 
of war, are beginning to understand 
evch other better. True, his 
greater understanding has not yet 
produced harmony. We are still 
in the transition period. But how- 
ever keen our international com- 
mercial competition, however ser- 
ious the problems which threaten 
our national lives, it nevertheless 
is true that we know more about 
each other, and this better under- 
standing will eventually bring 
greater harmony and happiness to 
the peoples of the world. 

Likewise, the more people know 
about the human side of a bank, 
the greater will be the harvest of 
business benefits to that bank. Suc- 
cessful merchandising today is built 
upon the personality of the estab- 
lishment. The more human a 
store is, the more successful it is, 
provided good merchandising prin- 
ciples are behind the business. 

Since banking is merely financial 
merchandising, is there any reason 
why a bank shouldn’t be just as 
human as a dry goods store? Why 
shouldn’t financial copy _ reflect 
the humanness of the people be- 
hind the institution? Isn’t it time 
for us to break away altogether 
from the moth-eaten traditions of 
so-called bank “dignity’’ and for 
that much abused word, substitute, 
through our advertising, the 
stronger more meaningful one of 
“*humanness” ? 

Don’t be afraid to let people 
know that your bank is a living, 
breathing personality, with sympa- 
thies and activities that are adding 
vitally to the welfare of your com- 
munity. Don’t be afraid to show 
the humanness of the men behind 
your institution. To inspire the 
ordinary person with a conviction 
that your bank has a service to 
offer which will contribute to his 
personal well-being, you must 
show him that behind your marble 
pillars stands a human organiza- 
tion, whose business it is to help 
him to a more successful, a broader 
and a happier life. 

Since actual experience is re- 
sponsible for my theories on human 
bank advertising, I hope you will 
vardon me for speaking of what 
such adverising has done for our 
bank. Briefly, on January 1, 1910, 
when the merger of the Los Ange- 
les Trust Company and the Metro- 
politan Trust Company was ef- 
fected, our deposits amounted, in 
round figures, to $6,500,000. On 
August 15, 1919, they totaled 
$36,518,960.63. This was accom- 
plished in a city where competi- 
tion among savings banks is keener 
than almost anything in the coun- 
try. 

In humanizing bank advertising, 
one of the most helpful elements is 
the series idea. Such advertising 
produces continuity of interest that 
cannot be developed through copy 
without a binding tie. We have 
just concluded a timely series of 
advertisements under the caption 
“Progress-o-grams by Los Angeles 
City Executives”. Publication of this 
series was begun immediately after 
our new set of city officials took 
office, and for the presentation of 
our message we chose the mayor, 
president of the city council, chief 
of the fire department, chief of 
police and heads of four of the 
principal commissions. 

But to go back to Adam and Eve. 
In this work of humanizing bank 


advertising Eve surely can play 
her part with Adam. In the up- 
building of the world she has the 
stellar role. She rocks the cradle 
of infancy, she creates the ideals 
of youth, she imspired the successes 
of manhood. All of these exper- 
iences give to Woman an intimate 
knowledge of human nature. The 
ability to apply that knowledge 
practically is one reason why to- 
day Eve is appearing more and 
more often by Adam’s side in the 
advertising field. And as Man 
and Woman were put out of the 
garden together, so they will re- 
turn hand in hand. 


“Human Interest” 


“The Human Nature Ele- 
ment” was the subject of 
fF. D. Conner’s interesting 
taik. Mr. Conner is manager 
of the publicity department 
of the Illinois Trust and Sav- 
ings Bank, Chicago. He 
strongly advocated “newsy” 
Lank copy. There is, he 
thought, enough happening 
every day in each institution. 
Tac newspapers are publish- 
ing live subjects out of which 
“human interest” advertise- 
ments can be written. The 
experience of others are 
great guide posts, showing 
what is right or what is 
wrong. .The fact of being 
the oldest or the largest insti- 
tution in the city, county or 
State is no longer an argu- 
ment for patronizing the 
bank. 


I remember some time ago an 
old farmer was killed in a railroad 
accident. Among other things, the 
papers stated that he had made a 
will many years ago and after a 
diligent search it was found. How- 
ever, many things had happened in 
the meantime which complicated 
matters greatly. 

I got an inspiration from that 
story to run an advertisement in 
behalf of our trust department. The 
headline was “He Made a Will 
But” and went on and related the 
circumstances about the will that 
was hidden away and was not up- 
to-date. A few days afterwards 
an old gentleman came into the 
trust department with this ad- 
vertisement in his hand. He said 
“This strikes me very forcibly; I 
am guilty”. The result was that his 
will was re-written and our insti- 
tution was named as executor of 
the estate which involved about 
$500,000. 


Mr. Conner also gave his 
hearers some very valuable 
pointers upon the manner in 
which his company encour- 
ages close cooperation of 
everybody—all, from the pre- 
sident to the porter, working 
together toward the building 
of business. On this subject, 
he said: 
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One of my great hobbies is “put 
your house in order”’. Why spend 
money advertising satisfactory ser- 
vice, congenial officers, accommoda- 
ting employes, when you are not 
prepared to deliver the goods? 
Therefore, it is more essential that 
“first things should come first.” If 
the advertising manager does not 
have the cooperation of the entire 
staff—president to porter—his job 
is doubly hard. 

Some officials believe in ruling 
by the “big stick method”. True, 
results can be had that way, but is 
it the right kind? The pick-handle 
on the back of a mule will get ac- 
tion—with both hind feet. The 
wielder of the club is usually mad; 
likewise the four-legged animal 
shows the same attributes. 

A word of appreciation spoken 
when and where necessary is ap- 
preciated, and whole-hearted co- 
operation is forthcoming. To il- 
lustrate: One of our savings book- 
keepers succeeded in securing a very 
good savings account. The matter 
was brought to the attenion of our 
president, who, being one of those 
kind-hearted and real human in- 
dividuals, invited the young man 
to his desk and taking him by the 
hand thanked him for the per- 
sonal efforts which he was showing 
in behalf of the institution. This 
same young man returned to his 
desk feeling highly complimented 
by his visit to the president’s of- 
fice, and said “that was worth more 
to me than money”. Furthermore, 
he took occasion to speak of this 
happy occurrence to his associates. 
I mention this little incident be- 
cause the transaction was indulged 
in as an experiment and it worked 
beautifully. 

A daily publication, for inside 
circulation, is a very helpful me- 
cium. Through the ‘“Ilnoitrust 
Clearings’”” we are able to keep the 
entire force posted on all matters 
of general interest—when an of- 
ficer is out of town, all personals 
relating to vacations, sickness, as 
well as the publishing of general 
propaganda. 

Another very beneficial thing is 
a buying committee or a “company 
store’. Through such an arrange- 
ment dollars can be saved to the 
employe, especially during the pre- 
sent H. C. L. Through our store 
we are able to supply our employes 
with almost anything required at a 
very large saving. 


The Trust Department in the 
National Bank 


In the opinion of Virgil M. 
Harris, trust officer of the 
National Bank of Commerce, 
St. Louis, there is no depart- 
ment of financial advertising 
which requires so much care 
as that of advertising the 
trust department of a na- 
tional bank. Mr. Harris con- 
siders the most profitable 
business of a trust. depart- 
ment as that pertaining to 
wills and trusts—that all 
other business was likely to 
be on the red-ink side of the 
19¢ r 
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business such a department 
needs, followed up through 
the right kind of personal 
contact, will build such busi- 
ness for a bank, though he 
believed that five years was a 
reasonable time to put a trust 
department of a national 
bank on a paying basis. 

He urged that lawyers 
were the best trained men to 
head such departments, and 
that the greatest caution 
must be exercised to see that 
the business accepted is of a 
profitable character — that 
such a department should 
operate upon the idea that 
one bad lobster is likely to 
spoil a carload. 

Of the entry of national 
banks into this new field of 
service he said: 


It is well at this early date for 
bank officials to realize the marked 
difference between the time-honored 
usages of commercial banking and 
the principles which obtain in the 
operation of a trust department. 
Commercial banking, in an abstract 
sense, is largely a question of 
arithmetic. Safe banking depends 
upon loans amply secured; the in- 
terest takes care of itself; on the 
other hand, the assumption of 
fiduciary relations means the un- 
dertaking of grave responsibilities 
which are entirely new to national 
banks, and which can be success- 
fully discharged only by experts 
and trained officials who have a 
thorough knowledge of the intri- 
cacies incident to all fiduciary mat- 
ters. Nothing short of technical 
knowledge, coupled with years of 
training, will serve to avoid the 
pitfalls which beset those who un- 
dertake the administration of trusts 
and kindred matters. At a recent 
meeting of trust officers, the pre- 
sident of one of the leading trust 
companies of the United States said 
that not more than 2 per cent of 
commercial banking gave cause for 
solicitude, but that he had found 
that 75 per cent of the business 
which naturally falls into a trust 
department is fraught with compli- 
cations and perplexities, and sub- 
ject at all times to litigation; and 
I am free to say that after twenty 
years of experience, I heartily con- 
eur in his statement. 

Let no national bank assume that 
the addition of the new line of 
work is a sinecure, for it requires 
more than a permit from the Fed- 
eral Reserve Board to accomplish 
the desired results. It will be 
found that competition is keen, and 
rivalry will be encountered. 

Whether or not national banks 
in towns and in the smaller cities 
will be enabled successfully to avail 
themselves of the benefits of the 
new law is an untried problem, and 
one which only experience will de- 
monstrate. Some trust companies 
have flourished under these condi- 
tions, but the great wealth ac- 
quired has chiefly come to those in- 
stitutions which are located in 
metropolitan centers. My own 
opinion is that a national bank 
situated in a county seat or in a 


city having a population of 10,000 
inhabitants may accept the cer- 
tificate from the Federal Reserve 
Board with reasonable assurance of 
success. 


The advertising necessary 
and incident to a trust de- 
partment should always be of 
a dignified nature. On this 
subject Mr. Harris said: 


The business of the trust depart- 
ment itself is of a serious and 
dignified nature. Pamphlets and 
brochures, if well conceived and if 
penned by hands trained in the 
work, have their advantages, when 
properly distributed. Newspaper 
advertisements which point out the 
capial and surplus of the Bank and 
pointedly suggest the advantages of- 
fered by it serve to keep the name 
of the Bank before the world; but, 
for the most part, the paying bus- 
iness of a trust department, that 
part of it which brings the best 
returns, comes from the personal 
touch, by reason of acquaintance- 
ship and of family connections. A 
man puts into his wili his well-re- 
flected intentions. The execution 
of the will is probably the most 
serious act of his life, and he no 
more selects from the pamphlet or 
the newspaper his executor than he 
does therefrom get his religion. 
It is said that 91 per cent. of all 
American business is conducted 
through the mails. Letter-writing 
is useful and has become a finished 
art. Unusual expressions in let- 
ters or in advertising, so far as 
the trust department is concerned, 
should be avoided, but appropriate 
advertising through intelligent 
channels will accomplish great pur- 
poses and break down apparently 
impassable barriers. 


Standardizing an Advertising 
Campaign 


A plea to banks to use a 
part of their advertising 
space to teach good citizen- 
ship and patriotism, was one 
interesting feature of the ad- 
dress of F. W. Gehle, adver- 
tising manager of the Me- 
chanics & Metals National 
Bank, New York City. 

He spoke of the necessity 
for standardizing the adver- 
tising program of a bank— 
the necessity for continuity 
of action and a real program. 
In part he said: 


To define just what is meant by 
standardizing an advertising pro- 
gram, I will say that we mean, in 
effect, the setting of a definite ideal 
before us, the planning of our cam- 
paigns in accordance with that 
ideal and the living up to our plans. 
To standardize an advertising pro- 
gram, we must determine upon a 
definite system of seeking business 
for our institutions and a definite 
foing about our tasks. When we 
invest in advertising we expect to 
receive a certain per cent of new 
business as a return on our invest- 
ment. Just what per cent that 
will be depends upon the manner in 
which we invest. 





In a word, then, we want to 
tandardize the idea of advertising, 
and the ideal as well., 

Time has changed this. The con- 
banker no longer fails to 


servative ] 
new business 


advertise and follow 


leads. The trend has been in- 
contestably away from old stand- 
ards, to new ones. There are 


banks and trust companies _ that 
10w spend more money in gaining 
publicity and new business than 
they distributed, ten years ago, In 
the form of dividends. Their num- 
ber is increasing daily. : 

We must preach—all the time, 
every day and every hour, in the 
literature we put out—common, 
hard-headed, loyal, American sense. 
The steps that led our nation into 
the war were plainly defined ; the 
steps that will lead us out into the 
broad daylight of prosperity and 
world leadership have still to be 
positively defined. That is where, 
gentlemen, you who are giving ex- 
pression to the nation’s banking 
thought can utilize your position 
directly to the immeasurable _bene- 
fit of the United States. And if you 
do this, do you not see what it will 
mean to your institution? 

Of course, I do not say that 
every bank and trust company In 
the United Siates shall replace its 
copy which tells of its service with 
copy that cries aloud against Bol- 
shevism, I. W. W.ism, socialism, the 
throttling of industry, the elevation 
cf the masses and the rending 
asunder of capital. But I do say 
that every bank and trust com- 
pany, in its advertising campaign, 
ean do its share to guide the people 
in the way of right thinking, and I 
am willing to stake my reputation 
on this statement; if such a form 
of service as I have outlined is 
rightly conducted—and what form 
of service is higher than to guide 
men and women in the way of right 
thinking ?--it will give your insti- 
tution a prestige in the community 
that will draw business to it as 
surely as vapor is drawn toward 
the sun. 





(Mr. Gehle’s address was 
printed in the Bankers Maga- 
zine for October.) 


Backing up Newspaper 
Advertising 

W. A. Schuite, advertising 
manager of the Cleveland 
Trust Co., told of the effec- 
tive use that he had made ofa 
small space in front of his 
bank building, where he uses 
poster boards. “If you do 
not have such a front yard 
at your bank, you cannot 
make one,” he said, “but if 
you do not now have windows 
for displays, you can make 
them, and they will pay.” 

Mr. Schulte believes strong- 
ly in window displays and 
considers that they can be 
made the “dessert” while 
newspaper space and printed 
matter mailed directly to the 
prospective customer are the 
bread and butter, of bank ad- 
vertising. 
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He showed that bank ad- 
vertising in the newspapers 
should be backed by other 
methods to make it pay best. 
He asked why bank advertis- 
ing is for the most part dry 
and uninteresting, and de- 
clared that the problems of 
bank advertising were the 
the same as in other adver- 
tising. The advertisements 
of a bank must “sell” the 
service which the bank has 
to offer, just as a progressive 
merchant must sell his goods 
through advertising. Some 
banks in the past failed to 
grasp their full opportunity, 
he said, because they did not 
regard progressive advertis- 
ing methods as “dignified” 
enough for a_ bank. Con- 
tinuing, he said in part: 


I have no quarrel with the phrase 
“dignity in advertising’. Person- 
ally, I am for a reasonable degree 
of dignity in anything. My quar- 
rel is with the phrase “dignity in 
bank advertising’. Frankly, I be- 
lieve that the widespread acceptance 
of the terms “bank advertising” 
and “financial advertising’ has 
heen a retarding influence against 
the logical and consistent expansion 
of advertising as a power in the 
banking field. 

These terms have set up various 
inhibitions of one sort or another; 
have implied the creation of some- 
thing that isn’t, or never can be, 
a definitely specialized sort of ad- 
vertising. You don’t hear of shoe 
advertising or hotel advertising or 
food advertising as_ specialized 
forms. There is just plain, every- 
day, honest-to-goodness advertising 
with its common-sense application 
to any line of merchandising. 

But there’s the rub—merchandis- 
ing. Until any bank realizes that 
it has a merchandising proposition 
on its hands, that it has commodi- 
ties to sell, even though they con- 
sist of intangible services—until it 
realizes that it has got to sell its 
goods to the public through ad- 
vertising mediums of the same 
general character, and with the 
same sort of live, human, interest- 
ing appeal to which the public has 
already been educated, until such a 
time will the advertising policies of 
that bank be afflicted with ‘“‘dry- 
rot” and its growth be retarded ac- 
cordingly. 





Outdoor Advertising 


In his talk on “Outdoor 
Advertising” John Ring, Jr., 
emphasized the necessity of 
billboards in cities of 25,000 
as well as in the great metro- 
polis; along the country lane, 
as well as by the boulevards; 
for the banker, as well as for 
the shoe man. The Poster 
Association, Mr. Ring re- 
marked, had at last made the 
billboard respectable and in- 
tended to keep up with the 





public spirit on it. On this 


subject he added: 


The illuminated board, created 
by an artist, colored with taste and 
raised from the ground, standing 
alone and in a neighborhood that 
is good, is valuable to that neigh- 
borhood as well as to its user. 

The banking industry that wishes 
to sell its merchandise must utilize 
this form of advertising in conjune- 
tion with its other publicity, if it 
wishes to put its message over. 
There are places where the bill- 
board should not be used; but they 
are few, and as an adjunct to 
country advertising Uncle Sam put 
his victorious Liberty Loan over 
with such smashing effect that to 
the majority of the people today, 
the Liberty Loan was only adver- 
tised on the billboard. Where 
Uncle Sam went with success we 
ean reasonably follow. I hold no 
brief for the billboard, but the 
business that does not utilize them 
today is either too small to do 
so or it is a failure. 


Cultivating Old Business 


_ Harvey W. Blodgett’s sub- 
ject was “Wanted: An Old 
Business Department” and 
he believes this as great a 
necessity as a “New Business 
Department,” the former 
making sure that every pre- 
sent customer is taking full- 
est possible advantage of all 
the services a bank can ren- 
Ger. On this subject Mr. 
Blodgett said: 


My conception of an “Old Busi- 
ness Department” is one ‘dedicated 
to the purpose of aiding the de- 
positor rear a substantial success 
upon the foundation of his present 
status with the bank, whatever his 
status may be. It will make bank 
service a real, tangible thing to 
him. It will organize methods 
for translating that service and ap- 
plying it to the affairs of many. 
rather than of the few. It will 
establish closer contacts with those 
to whom, as yet, bank service has 
little significance. 

Not long ago I consulted at 
length with a bank officer concern- 
ing an analysis of his checking ac- 
counts. To his astonishment he 
found but 15 per cent were ac- 
tually profitable. A case was re- 
cently discovered where but 80 per 
cent of a certain bank’s savings 
accounts were satisfactory. One 
going about much among banks 
finds similar conditions in abund- 
ance. In their eagerness for new 
accounts banks pay too little at- 
tention to the development of old 
ones. 

Modern bank cost systems uncover 
facts which interest, often astonish; 
for they demonstrate that many ac- 
counts which, on their face, show 
fair average balances, are actually 
entertained at a loss. Just what 
method the banker takes to ap- 
praise such a customer that his 
account is unprofitable, and what 
steps he takes to help thé customer 
come on a sounder footing, in- 
dicate, perhaps, how much_ his 
bank stands in need of an “Old 
Business Department.” governed by 
constructive policies. 
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The publicity policies, if there are 
such, should be thoroughly ex- 
plained. Too many banks have 
publicity policies which, like a cir- 
cus ticket, are good for one day 
only. Every bank should have a 
publicity policy good enough to re- 
duce to writing and to last a long 
time. There couldn’t be a_bet- 
ter test for a publicity policy than 
to challenge its strength by reduc- 
ing it to the cold logic of written 
words. 

I wonder how many banks re- 
presented here have their publicity 
policies reduced to writing. Is it 
not a fact, gentlemen, that, with 
the 30,000 banks of the nation the 
plan of the majority of advertising 
expenditures could only be written 
in the past tense? And isn’t it a 
fact, too, that a deplorably small 
portion of advertising outlay is 
used for the education and inspira- 
tion of present depositors ? 

A bank’s advertising is a state- 
ment of what it can do for people 
who give it their business. Those 
who formulate the policies of a 
bank can promise; but it requires 
every last officer and employe to 
fulfil. How important, then, that 
every one connected with the bank 
have a thorough understanding of 
its advertising plans and purposes. 
How necessary to start off the “Old 
Business Department” with this un- 
derstanding. 


Direct Advertising 


Printed matter, mailed 
directly to the prospective 
customer of a_ bank, has 
powers which no other kind 
ef advertising possesses, de- 
clared Edward A. Kendrick, 
of New York, in his address. 
isut he said, too, that general 
mediums (suchas newspapers, 
for example) should be used 
Ly a bank because the boy or 
virl of today is the important 
citizen of tomorrow, and the 
workman who today drives a 
spike in a railroad tie, may 
within a few years become 
the president of the road. . 

Mr. Kendrick stressed the 
opportunity which financial 
institutions now have to help 
solve the great problems of 
the day through educational 
advertising, adding: 
_ Under our democratic form of 
sovernment the ultimate solution of 
all grea‘ questions affecting the 
public welfare is dependent upon 
public — opinion. The American 
mind is an inquiring mind, but 
when the Amercan people are 

own the way—the right way— 
‘o meet their problems, they are 
\ likely to find the solution. In 
the adjustment of our future tax 
y irdens to meet our war expendi- 
tures and other needs; in the solu- 
. n of railroad problems to save 
the transportation system from 

ng throttled in the interest of 

‘litical expediency; in settling the 

problem, to give labor its 
and save capital unimpaired, 
voice of the people will be 


ard, ,,but the people must be 
hown”, 


( 


It is all a question of education 
and advertising can be one of the 
chief instrumentalities in forward- 
ing such practical educational pro- 
cesses. 


Gaining New Savings 
Accounts 


“Gingering up the Savings 
jepartment” was the promis- 
ing subject of the address by 
DL. McEachern, Secretary of 
the Huron & Erie Mortgage 
Corporation, the Canada 
Trust Company, London, 
Canada. He confined him- 
self chiefly to the conditions 
and methods prevailing in 
Canada and hoped that his 
suggestions would at least 
prove helpful to some of the 
audience by reminding them 
of available and perhaps 
hitherto untried methods of 
building a savings depart- 
ment. 

Starting with the problem 
of the dormant account, he 
said: 


Advertising—-like charity—should 
begin at home. In every savings 
ledger there are numerous accounts 
which for many months, perhaps 
for years, have been undisturbed by 
the addition of a deposit. The 
owner of the account may now be 
unable to save or he may have 
fallen into extravagant habits, and 
it is also quite possible that for 
some reason he now deposits in a 
rival institution around the corner. 

The first step in winning back 
this customer is to make certain of 
his correct address. This question 
of depositors’ addresses in these 
days of changes is of prime im- 
portance, and it is worth time and 
expense to keep them up to date. 

Good results in winning back old 
customers have been obtained by: 

(1) Securing currect address ; 

(2) Mailing a well-worded letter 
of invitation to revive the account: 

(3) Mailing more well worded 
letters containing “reasons why” 
until the end is gained or some 
good cause for ceasing the follow-up 
presents itself. 

One letter that pulled told the 
depositor that his balance on the 
date of last deposit was $187.53 and 
if $20.00 each month had since 
been added he would now be the 
possessor of $540.22, including com- 
pound interest. 

Wherever the Joint Account 
system has been used it has been 
found a success. It is a convenience 
to depositors and causes but little 
additional work to the savings de- 
partment staff. Institutions which 
extensively advertise the Joint Ac- 
count find they are combining a 
much appreciated service feature 
with a business-getting and a 
Lusiness-holding force. 

omen are no longer content to 
allow the family purse or the family 
savings account to wholly remain in 
the possession of the nominal head 
of the household. The Joint Ac- 
count steps into the breach and 
amicably solves. this financial 
problem in many households. 
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A growing tendency has. been 
roticed to use this Joint Savings 
Account privilege to dispose of 
funds after death—in this way 
saving much inconvenience, together 
with the delay and expense attend- 
ent upon the probating of a will. 

Speaking of women depositors, 
have you ever anyalzed the new ac- 
counts opened in your savings de- 
partment during say a_ twelve 
months period? If so, you will 
have noted the large and growing 
proportion of women depositors. 
This is, I believe, a general condi- 
tion and it is leading financial ad- 
vertisers into broader fields of 
endeavor. The majority of the 
urban male population cannot call 
at the savings wicket during office 
hours. The mechanic’s wife is 
therefore not only responsible for 
the household expenditure but is 
also entrusted with the maintenance 
of the family savings account. 
Likewise to a large extent this is 
true in the case of the farmer’s wife. 
A goodly portion of the farm in- 
come is actually earned by her in 
the dairy, poultry yard, garden and 
field. Why then should the bulk 
of financial advertising be aimed at 
the male population? Should not a 
substantial portion be expressed in 
the language that would best ap- 
peal to the good sense and thrifti- 
ness of women? 

A somewhat neglected feature of 
savings department operation is the 
pass book. It is the connecting link 
between the depositor and the de- 
partment, and a neat and well- 
printed book will repay an extra 
rrice per thousand. A badly soiled 
or torn pass book should be re- 
placed by a new one after the ledger 
keeper has secured the depositor’s 
permission. 

When a savings account is wholly 
withdrawn, what does your ledger 
keeper do with the pass book? 

The wide-spread practice of re- 
taining the book at the wicket be- 
cause of some musty regulation is 
open to criticism. If the depositor 
is allowed to surrender his pass 
Look simply because he is tempo- 
rarily in need of funds, his con- 
nection with the Savings Depart- 
ment is completely severed. He 
should be told to keep the book as 
dcubtless it would be found of use 
at a future date when he has 
further funds to deposit. 

It has been truly said that the 
Savings Department is the nursery 
for the other Departments of a 
financial institution. Since, there- 
fore, this department furnishes 
Prospects who may be readily per- 
suaded to use other branches of the 
institution’s activities there should 
be reciprocation. 

In the Investment, Trust, Safe 
Deposit, Real Estate and other 
[‘cpartments will be found hundreds 
of good customers who for no parti- 
cular reason keep their savings ac- 
counts elsewhere. 

The personal invitation of officers, 
tellers and clerks to customers of 
these departments with whom they 
ceme in contact will accomplish 
good results at no additional 
rense to the institution. Often- 
times the mere suggestion that 
maturing interest coupons, rentals 
and other income be deposited at 
the Savings wicket secures choice 
and profitable business and this form 
of co-operation supplies in many 
cases the missing link between 
general savings advertising and the 
actual opening of accounts. 
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Personal enthusiasm on the part 
cf every person connected with the 
institution is an important con- 
sideration when laying plans for a 
greater savings department. With 
this aid, carefully prepared pro- 
grams will attain their goal with a 
minimum of expense and effort. 

It has been amply proved that the 
interest of employees in the forward 
progress of any business is best 
secured when a system of reward 
for well-doing is worked out which 
will include all on the pay-roll in 
a fair and equitable manner. 

Freak advertising of any kind has 
never been very successful in 
Canada. Financial advertising of 
a sensational nature in the accepted 
sense of the term is regarded as a 
grave error and seldom has _ it 
pulled satisfactorily. 

The 1919 high cost of both neces- 
sities and luxuries imperils the 
onward progress of the savings ac- 
count in many households. Any 
encouragement, incentive or even 
any argument that can be supplied 
to aid struggling savers should be 


giadly given. A ray of hope and 
incidentally a good argument to 
bring to the attention of depositors 


will be found in the recent goverp- 
ment assurance that many articles 
of every-day use will fall in price 
during 1920. Every dollar there- 
fore that can be saved this year will 
later on have a greater buying 
power. 


The Public as Bond Buyers 


John Milton MeMillin, of 
the bond department of 
Henry L. Doherty & Co., New 
York, in his important ad- 
dress on “Selling Bonds,” 
suggested that whatever can 
be done to give people an in- 
terest in corporation man- 
agement by getting them to 
invest in securities will have 
a strong tendency to create a 
less biased point of view in 
discussions of corporation af- 
fairs. 

The working man, _ the 
farmer, the shopkeeper—all 
of us, in fact—are inclined 
to consider lightly, the needs 
of the railroad or other cor- 
poration which finds it neces- 
sary to increase its rates 
though each of us would have 
a different point of view if 
we were directly interested. 
In that event, we would want 
to see justice done. 


Many of the gas and electric com- 
panies are now fully alive to the 
value of security holders among the 
customers of their service. The 
organization of which I am a mem- 
ber has on more than one occasion 
put aside an opportunity to sell 
securities involving very consider- 
able sums to well-to-do investors, 
able and willing to pay promptly in 
cash, choosing instead, the more 
tedious process of selling the issue 
in question, a few shares at a time, 
on extended terms of payment, to 
a large number of people of moder- 
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ate means. Their aggregate good 
will was deemed to be a considera- 
tion of equal importance to that 
of raising the necessary capital for 
the program of physical improve- 
ments. 


He showed that the ordi- 
nary formal announcement of 
an issue of stocks or bonds 
was of little value in obtain- 
ing such results, as they at- 
tract only the professional 
investor, and gave specific 
examples of methods em- 
ployed to reach the smaller 
investor. 


Except for the few investors who 
ere actually students of securities, 
the average man is more interested 
in being given some reason why he 
should like to have the issue men- 
tioned in an advertisement, than 
in any formidable schedule of facts 
arrayed by lawyers and _ statisti- 
cians. He wants to know how it 
will work out in his case. He can 
be inspired to action by a message 
which reads like that of one human 
being to another. 

Selling corporation securities 
to new investors is not only of 
direct advantage to all corpora- 
tions by distributing friends of 
business all over the land, but the 
valuable service is performed for 
the individual in teaching him to 
become an investor. 

There are a great many people 
who gladly listen to a discussion 
of investments because they learn 
how to solve the universal problem 
of getting ahead. Call it thrift, 
if you prefer the word. 

A desire to get ahead—to learn 
how to get ahead—exists in a 
much greater degree than one 
might believe until he examines 
the facts at first hand. 

Millions of people have learned 
the pleasure of clipping coupons, 
as the result of purchasing 
Liberty Bonds. 

The new discovery that one may 
buy an income just as one buys 
anything else, will add a great 
impetus to the distribution of 
corporation securities. 


Mr. MeMillin believes that 
advertising is going to play 
an important role in preserv- 
ing and forwarding habits of 
thrift and conservative in- 
vestment which were estab- 
lished during the war. 


Advertising the Small 
Town Bank 


H. B. Grimm, manager of 
the New Business Depart- 
ment of the St. Joseph Val- 
ley Bank, Elkhart, Ind., had 
for his subject “Establishing 
a New Business Department 
ir. a Small Town Bank.” To 
the bank in the large city, 
with its great resources, the 
establishment of a new busi- 
ness department on an effec- 
tive basis, is a comparatively 
simple matter, but to the 


small town bank it is a more 
serious problem. 

Through the use _. of 
“newsy” newspaper adver- 
tisements, backed up by ad- 
vertising in the street cars, 
on billboards, through the 
mails, ete., and with all de- 
partments of the bank work- 
ing together toward the 
building of business, Mr. 
Grimm accomplished this ob- 
ject, however, and the St. 
Jcseph Valley Bank increased 
the number of its savings 
accounts from 4500 to 7000 
in one year. 

A good deal of this busi- 
ness came through the use 
of a small savings bank, of- 
fered for use in the home, 
but the new accounts also in- 
cluded many larger ones. 

One especially interesting 
plan was to accept Liberty 
Bonds at their face value in 
exchange for three-year 4 
rer cent certificates of de- 
posit. In such cases the 
customers made money, of 
course, and the bank did not 
lose anything. 

In this and other ways the 
bank is constantly increasing 
its business with its present 
customers, for it is getting 
them to use more of its de- 
partments. 

Mr. Grimm showed how 
all the efforts that the bank 
puts forth, both in adver- 
tising and through personal 
contact, are made to dove- 
tail. 

“Bankers must keep out 
of ruts,” he said, “for after 
all, a rut is in reality a small- 
sized grave.” 


The Advertising of Tomorrow 


“*What of the night?’ was 
asked of the watchman on 
the wall in days long past, 
and ever we hear the echo of 
that question. We advertis- 
ing men are watchmen on the 

yalls of business and we 
should recognize the right 
of business men to ask us 
‘What of the night ?’—‘What 
of the morrow?’ ” 

This was the subject of 
Edwin Bird Wilson’s ad- 
dress and to look ahead into 
financial advertising, he said, 
we have only to learn what 
kas happened and is happen- 
ing in that field of history. 

In reviewing the advertis- 
ing of yesterday Mr. Wilson 
spoke at length of the part 
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played in the great war. He 
said: 


Brotherhood feelings for human- 
ity at large were engendered as 
never before in human _ history. 
Humanity’s heart beats were ex- 
amined by experts and found to be 
about the same all over the world 
with the sad exception of that 
part of humanity that had lost its 
humanity. It came home to men 
all over the world that all men are 
kin and children of the same All- 
Father. Financial Advertising 
quickly discovered that he could 
touch the heartstrings of all 
branches of the human race and 
get the same harmonious sounds 
of money, zeal, help, cooperation 
and love for a great cause. 

I repeat that to understand the 
history of Financial Advertising 
we need understand only the past 
few years, because those’ crucial 
years have made a_  full-powered 
man of him, a giant in power, 
vision and purpose, who can never 
turn back. We have seen the 
motives working with and within 
Iinancial Advertising that have 
made of him the fully-developed 
creature of might and service he 
is today. 


Of to-day’s Financial Ad- 
vertising he said: 


Financial advertisements today 
are full of interest and vitality. 
Many of them are beautifully illus- 
trated and compete in_ interest 
with the advertisements of enter- 
prising manufacturers and mer- 
chants. You will agree with me, 
I believe, that Financial Advertis- 
ing can never go back to the old 
innocucus days of  swaddling 
clothes, of sackcloth and ashes, to 
the old days of unimaginative, in- 
aiticulate and unproductive ut- 
terances like those of “an infant 
erying in the night’’. 

Today is a new day for Financial 
Advertising and tomorrow will be 
a better day. 


Continuing on the subject 
of Financial Advertising of 
‘he morrow, he said that 
Financial Advertising must 
raise the money, must have 
zeal for the cause, must have 
help for the cause, must have 
cooperation for the cause, 
must have love for the cause, 
affection | for fellow-workers, 
the feeling of brotherhood 
for humanity. In conelu- 
sion he said: 


In conclusion let me say that I 
eheve the Brotherhood of Human- 
ity Idea must underlie all future 
bu iness efforts that will or can 
ave permanent success. To be 
eminently suecessful financial ad- 
vertising men we have got to un- 
tand human nature and know 
to appeal to the nobler side 
human nature. If we know 
"manity really, we will have a 

ing of brotherhood for it, and 
have that feeling highly 
eloped as a foundation for our 
izht and writing, we will be 
ve to talk to men and women in 
uman-heart language that they 
can understand and that will move 
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them to do the right thing in this 
great world crisis. 

If this talk has seemed too much 
like a sermon and lacking in 
practical, concrete suggestions, 
please forgive me on the ground 
that I am a member of the Broth- 
erhood of Financial Advertising 
Men—the Financial Avertisers As- 
sociation. 


(Mr. Wilson’s address ap- 
pears in full in another part 
of this issue.) 


The Foundation of Publicity 


Publicity fer American 
corporations is legitimate 
only when it is based on 
public interest in the infor- 
mation it contains, it was 
declared by James I. Clarke, 
Manager of the Service De- 
partment of the National 
Bank of Commerce in New 
York, in his address on “Le- 
gitimate Publicity.” When 
built upon this principle it is 
not only a gude-post to clear 
thinking set up for the pub- 
lic, but a contribution to the 
success of the newspaper 
that publishes it. The bene- 
fit to the institution whose 
name becomes an essential 
part of the news value should 
rightly be incidental, al- 
though for that very reason 
mere certain, lasting and 
dignified. Mr. Clarke said 
in part: 


Publicity should be built from 
the viewpoint of the newspapers to 
which it goes rather than of the 
corportion from which it comes. 
Publicity that is not based on pub- 
lic interest is not worth getting; 
on the other hand, the publicity 
that really grips the public’s at- 
tention because it interests them is 
beyond price. The publicity man, 
when he has something to release, 
should, so to speak, get up from 
his desk, walk out of the building, 
shake all atmosphere of his job 
out of his system and then come 
back in the attitude of a keen- 
nosed reporter looking for news. 
Then he can sit down and write his 
story with the proper perspective. 

Legitimate publicity seeks to 
inform the public, not to sell them. 
If your company is not doing 
things big enough and important 
enough to have a legitimate claim 


on the news interest of the public, 
the corporation doesn’t deserve 
publicity. It should advertise and 
pay for it. The ideal piece of 
publicity is one containing matter 
of such great public interest an 
importance that no live editor will 
dare turn it down for fear of being 
placed in the position of having 
been beaten. The least a release 
can do is to contain a news germ 
of interest to a special field. In 
the long run, the publicity man 
who keeps his publicity clean, who 
himself submits it to as drastic and 
searching a news judgment as a 
disinterested editor who sees only 
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his public, will profit by his own 
rigorousness. It will result both 
in raising the tone of his output 
and in improving the receptivity 
felt toward it on editors’ desks. 
“Free publicity”, so called, should 
be founded on a bed-rock of paid 
advertising, but the hand that 
signs the advertising contracts 
should not follow the hand that 
deals out the news. I have 
enough faith in American journal- 
ism to believe firmly that our 
worth-while periodicals print news 
because it is news and advertising 
because it is paid for. In so doing 
they give true service to both ad- 
vertiser and reader. Free publi- 
city is not free in the sense that 
it does not cost money. It has 
been my own experience that the 
overhead charge on an item of free 
publicity usually runs higher than 
the overhead charge on an ad- 
vertisement even though art work, 
plates and electroypes are included 
in the overhead for the latter. 
Publicity, if followed scientifical- 
ly, courageously, tenaciously, is no 
game of chance. Publicity is the 
application of a science and the re- 
sults of legitimate publicity will be 
manifest in the progress of our 
own institutions and in the healthy 
business development of America. 


Preparation of Copy 


On the important subject 
of “Preparation of News- 
paper and other Copy,” 
George E. Lees of Cleveland, 
described the “raw mater- 
ials” and the “architecture” 
of a piece of bank advertis- 
ing copy. He said in part: 


If you were going to build a 
house you would be face to face 
with four major considerations: 
lst, the site; 2nd, the raw mater- 
ials ; 3rd, the design; 4th, the actual 
construction. 

You may reply that these con- 
siderations are out of order and 
that you would begin with design. 
I assure you that you would not, 
because subconsciously you would 
perforce have in mind both the site 
and the raw inaterials of construc- 
tion without which your design 
could not be definite. Therefore, 
I repeat that the essential factors 
of your house building problem 
would be in the order given. This 
analogy holds precisely true in the 
development of copy, whether it 
is for banks or soap factories. 

To discuss the design and con- 
struction of advertising copy with- 
out previously discussing the ex- 
act location and the raw materials 
of copy, is therefore, putting the 
eart before the horse, and before 
we can take up the “how” of pub- 
licity we are obliged to take up 
the ‘‘what.”’ 


Personality in Advertising 


A bank’s advertising can- 
not profitably omit consid- 
eration of the personality of 
the officers and others who 
come in contact with the pub- 
lic, said W. W. Douglas, in 
charge of advertising for 
the Bank of Italy, San Fran- 
cisco, in addressing the Con- 
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vention on the subject, “The 
advertisement and the sub- 
ject Behind It.” He said, 
among other things: 


The corn contests, fruit exhibits 
and pig clubs initiated by many 
country banks are admirable ex- 
umples of this type of publicity. 
So also are the fascinating ‘Life 
Stories” printed in leaflet form by 
the Detroit Trust Co.; or the agri- 
cultural and trade bulletins pub- 
lished by such institutions as the 
Hibernia Bank & Trust Co. of New 
Orleans and by the National City 
Bank of New York. They suggest 
elocuently that understanding of 
the individual and that co-operation 
with the community which should 
be among the fundamental purposes 
of every bank. The advertising 
man who can convince the public 
of the existence of these qualities 
in his institution and can then 
inspire a whole organization with 
enthusiasm for carrying them out, 
is a genius in his way. But the 
second factor is too generally neg- 
lected and is decidedly the more 
important of the two. 

No advertising man for a bank 
or trust company can afford to 
ignore the human element in his 
task. Because, after all, that in- 
determinate quantity, the “person- 
ality’’ of his instituion, supplies the 
only material he can claim as his 
own. He is not advertising things. 
He is advertising men. 

It is very different with flash- 
lights, for instance, or with soap. 
The manager of the soap factory 
may be a grouch or a_ bonehead; 
but if his product will really wash 
woolens with less shrinkage, or 
make a better lather in hard water, 
or deal more gently with a newly 
shaven cheek, the advertising man 
has all he needs—his own individual 
superiority over competitors. 

But the financial advertiser has 
no such clear cut task. 


Vote of Thanks 


At its final. session the 
TY‘inancial Advertisers As- 
sociation adopted a _ resolu- 
tion thanking the city of 
New Orleans, the _ banks, 
trust companies, and_in- 
vestment bankers cf the 
city for their generous hos- 
vitality, and particularly ex- 
pressed its thanks to Fred 
W. Ellsworth, R. S. Hecht, 
bruce Baird, and Fred Ham- 
lin for their efforts in ar- 
ranging exhibits, program, 
and local details. 


Election of Officers 


The following officers were 
elected for the coming year: 


President, F. W. Ellsworth, New 
Grleans. 

First vice-president, H. 
land, New York. 

Second vice-president, 
Mattson, Omaha. 

Third vice-president, H. B. 
Grimm, Elkhart, Ind. 

Chairman, W. R. Morehouse, Los 
Angeles. 


A. Mars- 
Lloyd H. 


Secretary, W. J. Bramman, St, 
Levis. 

Assistant secretary, Anita Moore, 
central office, St. Louis. 

Treasurer, Carl A. Gode, Chicago. 

Directors: D. McEachern, Lon- 
don, Ont.; E. H. Kittredge, Bos- 
ton; Dave S. Matthews, Stockton, 
Cal.; F. M. Staker, Kansas City, 
Mo. ; George L. Hern, Dallas; 
Flavie C. Adams, Louisville; W. 
W. Douglas, San Francisco; J. W. 
Groves, Minneapolis; Frank Wil- 
son, Tacoma; W. A. _ Schulte, 
Cleveland; F. D. Conner, Chicago; 
John Ring, Jr., St. Louis; Jessa- 
mine Hoagland, Chicago. 


Award of the Prize Cup 


The first prize for the best 
exhibit of advertising mat- 
ter at the convention was 
awarded to the Irving Na- 
tional Bank of New York, 
also the recipient of the 
award for the past two years. 
Second place was awarded to 
the Guaranty Trust Co., 
New York, and third to the 
Cleveland Trust Co. 

The contest was made 
more than usually interest- 
ing on account of the large 
number of competitors, the 
exhibits occupying more than 
half the entire space allotted 
to displays in the Grunewald 
Hotel, and every part of the 
country being rzpresented. 

In the second classification, 
for the best single advertis- 
ing display, the Guaranty 
Trust and Savings’ Bank, 
Los Angeles, was given first 
place; the First National 
Bank, St. Louis, second place, 
and the Hibernia Bank and 
Trust Co., New Orleans, third 
place. 

For the best  individuai 
piece of copy, the Bank of 
Italy, San Francisco, won 
first place; the Union Na- 
tional Bank, Newark, second 
place, and the Mercantile 
Trust Co., St. Louis, third 
place. 

The cup won by the Irving 
National was offered by Mel- 
vin A. Traylor, president of 
First Trust and Savings 
Bank of Chicago. The award 
was the closing feature of 
the final session of the Fi- 
nancial Advertisers Associa- 
tion and was received with 
much applause. In explain- 
ing its decision the commit- 
tee of award reported: 

Carrying out our instructions, 
we have selected three exhibitors in 
each of three classes: First, the 
general exhibit taking up the dis- 
play of each exhibitor as a whole: 
second, taking up each individual 


campaign as outlined in the ex- 
hibit; and third, going over all the 
exhibits and choosing what we con- 
sidered the best pieces of copy, 
thus naming three banks or trust 
companies whose general exhibit 
impressed us most of all, and three 
out of whose exhibits we chose 
what we considered the best cam- 
paigns, and three more from which 
we made choice of the best in- 
dividual piece of copy. 

It was difficult for the committee 
to distinguish between the ex- 
hibit which represented the great- 
est number of points of excellence 
as an exhibit of financial adver- 
tising and the exhibit which con- 
tained the greatest number of 
points of excellence as an adver- 
tising campaign; but we tried to 
separate the two into different 
classes so as to be able to include 
additional meritorious work on the 
part of members. 


The Traylor Cup 


The Traylor Cup was pre- 
sented by Melvin A. Traylor, 
president of the First Trust 
& Savings Bank, Chicago, 
for the best financial adver- 
tising entered at the Conven- 
tion of the Financial Adver- 


tisers Associciion, Sept. 21- 
25,1919. In connection with 
the cup offer, Mr. Traylor 
said: 

When the exhibit of the Fi- 


nancial Advertisers Association was 
brought to my attention, with in- 
formation regarding the scope and 
character of the displays at the 
conventions held in Philadelphia, 
St. Louis and San Francisco during 
the last three years, it occurred to 
me that a cup to become the per- 
manent possession of the winner 
would supplement the certificate of 
award by the association. 

The tremendous volume of pub- 
licity which characterized the five 
Liberty Loan campaigns must have 
been some factor in their success. 
Just how much cannot be deter- 
mined; but between advertising and 
sales organizations the number of 
investors in this country was in- 
creased and multiplied almost be- 
yond belief. Such new investors 
have been considered prey by get- 
rich-quick promoters and are cer- 
tainly entitled to every protection 
that law and publicity can afford. 
If through the Financial Advertisers 
Association and other organizations 
whose aim is to increase legitimate 
advertising and prevent the publi- 
eation of that which is false or 
misleading those who have either 
money or investments can be pro- 
tected. the end is certainly to be 
desired. 

When 
in August and 
January, it would indeed be 4 
skeptic who would question its 
power, but the comparative dif- 
ficulty of tracing direct returns 
from financial copy makes _ it 
doubly desirable that space be used 
to the best advantage. This to- 
gether with the fact that our bank 
has been a continuous advertiser 
since its incorporation, makes me 
keenly interested in seeing financial 
edvertising both as meritorious and 
as productive as that in any other 
line of business, 
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Banking and Financial Notes 





CHEMICAL NATIONAL BANK 


The statement of the condition of the 
Chemical National Bank, New York, at 
the close of business, Sept. 12, 1919, 
shows total assets of $130,892,625.57 
and total deposits of $86,678,520.55, di- 
vided as follows: Individuals, firms and 
corporations, $58,484,475.82; banks, 
bankers and trust companies, $19,846,- 
810.68; U. S. Government Deposits, 
$2,165,810.96; time deposits, $6,681,- 
923.59. 


CELEBRATES FIFTIETH ANNIVERSARY 


Francis Halpin, vice-president of the 
Chemical National Bank of New York, 


FRANCIS HALPIN 
Vice-President Chemical National Bank, New York 


Mr. Halpin recently celebrated the fiftieth anniversary 
of his entrance into the service of the bank 


celebrated the fiftieth anniversary of 
ius entrance into the service of the bank 
last month. 

On October 20, 1869, when Mr. Hal- 


6 


pin entered the bank as a runner, he 
had the district north of Chambers 
Street and from the East to the North 
Rivers. At that time there was only 
one cross line of street cars in the city, 
running from Houston Street ferry on 
the East to 34th Street ferry on the 
West side. As there was no business 
above Forty-second Street, that thor- 
oughfare was as far north as his duties 
ever took him, and for this he received 
a salary of $250 a year. 

There were no subways, no elevated, 
and but few horsedrawn surface cars in 
those days; no telephones, no type- 
writers and no adding machines. The 
Chemical National at that time had de- 
posits of approximately $5,000,000 with 
a capital of $300,000, and surplus and 








Our first Freatdent 


Merchants National Bank 
RICHMOND, VA. 

Capital . . . $400,000 

Surplus and Profits over 1,700,000 


The Gateway to and Collection 
Center for Southeastern States 


Send Us Your Items 


“ON TO RICHMOND” 
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Proposed building for the New York Federal Reserve Bank as it will look from the Liberty Steet side. 
The building will not be erected immediately, but plans are being prepared now in order 
to provide for the future growth of this bank’s operations. 


profits of $2,500,000. It had two of- 
ficers and 20 clerks and occupied the 
entire space which is now only the 
Broadway entrance corridor to the 
present bank quarters. 

Mr. Halpin advanced through various 
positions in the institution, becoming 
discount clerk, then in 1892 assistant 
cashier, cashier in 1898 and vice-presi- 
dent in 1917. 

During this period of half a century 
the Chemical National has rendered 
such service to the public as to earn 
the right to use the slogan “we solicit 
business on our record,” for the record 
of the bank is such that it can be 
pointed to with pride and satisfaction. 
It now requires 12 officers and 250 
clerks to handle the business, with the 
most modern machinery used by banks, 
and on September 12 last the official 
statement showed a capital of $3,000,- 
000, of which $2,700,000 was earned, 
in addition to an earned surplus and 
profit account of $10,059,056. The 
total resources were $130,892,625. 


OPINIONS ON THE PLUMB PLAN 


The Liberty National Bank of New 
York in a recent bulletin has made 2 


very careful compilation of public opin- 
ion on the Plumb Plan as reflected in 
press comments throughout the country. 
Newspaper comment in all sections of 
the country is quoted, giving a very 
clear summary of what the country as a 
whole thinks of the plan. 


ANTI-STOCK SWINDLING LEAGUE 


According to the New York Times, 
the Board of Governors of the New 
York Stock Exchange has put the stamp 
of its approval upon the campaign be- 
ing waged by the Business Men’s Anti- 
Stock Swindling League, of which 
Myron T. Herrick is chairman, against 
the sharpers, cheats, and “common” men 
who urge owners of Liberty Bonds and 
War Savings Stamps and certificates to 
exchange them for worthless stocks and 
bonds. 

The governors of the Exchange, in 
adopting a resolution endorsing the 
work of the League, urged members to 
coéperate with the organization in an 
effort to check the activities of unscrup- 
ulous vendors of worthless paper who 
are defrauding Liberty bondholders of 
millions of dollars. 

The Business Men’s_ Anti-Stock 
Swindling League was formed follow- 
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Original Capital, 1844 
Increase of Capital from 


Present Surplus and Profits 10,000,000 
Dividends paid 1844-1919 25,500,000 
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ing a meeting in the local Chamber of 
Commerce, at which it was decided that 
responsible interests throughout the 
country should be united against the 
stock swindler, exposing his methods 
and marking him through a campaign 
of publicity and education so that he 
would be easily recognizable and treated 
as a public enemy. The League pre- 
pared a statement outlining its plans, 
which was sent to all business associa- 
tions, chambers of commerce, and other 
civic and economic bodies. It read, in 
part: 


“It is believed that the intelligence of 
American business men can be relied 
upon to supply the first requisite of 
united support of the movement when 
the effect of the unchecked defrauding 
of their customers is put plainly before 
them. Accumulated savings build up 
the nation’s capital, which employs la- 
bor and pays wages. Wages in turn 
provide the purchasing power upon 
which business thrives. Thus, the oper- 
ation of the swindler in draining the 


people’s savings undermines the founda- 
tion upon which prosperity rests and 
upon which the success of all business 
large and small alike, depends. 

“In addition and of equal seriousness 
to business is the depressing effect of 
the discouragement and loss of confi- 
dence in our institutions and the reac- 
tion against our Government felt by the 
millions of innocent victims who were 
taught to practice patriotic self-denial 
so that they might lend to the Govern- 
ment, and then abandoned to the wiles 
of swindlers.” 


Among those who compose _ the 
league’s executive committee are: Wil- 
liam G. McAdoo, W. Fellowes Morgan, 
president of the Merchants’ Associa- 
tion; Francis H. Sisson, vice-president 
of the Guaranty Trust Company; W. G. 
Lee, president of the Brotherhood of 
Railway Trainmen; A. M. Chambers, 
Second Federal Reserve Bank; William 
Green, vice-president of the American 
Federation of Labor; Jason Westerfield 
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Kings County Trust Company 
City of New York, Borough of Brooklyn 
Capital $500,000 Surplus $2,000,000 Undivided Profits $950,000 


OFFICERS 
JULIAN D. FAIRCHILD, President 


JULIAN P. FAIRCHILD. Vice-President 
WILLIAM J. WASON, JR., Vice-President 
THOMAS BLAKE, Secretary 


ACCOUNTS INVITED. 


of the New York Stock Exchange, J. E. 
Kavanagh, vice-president of the Met- 
ropolitan Life Insurance Company, and 


W. C. D’Arey. 


CHASE NATIONAL HAS FIDUCIARY 
PRIVILEGE 


The Chase National Bank of New 
York has been granted fiduciary powers 
under the amendment to the Federal 
Reserve Act, and has organized a trust 
department for the administration of 
the needs of its clients. 

NEW DIRECTOR FOR 


MERCANTILE BANK 


At a meeting of the board of direc- 
tors of the Mercantile Bank of the 
Americas of New York, held on Decem- 
ber 4, George Willets Davison, presi- 
dent and chairman of the board of 
trustees of the Central Union Trust 
Company, was elected a Director. Mr. 
Davison takes the place on the board 
of the Mercantile Bank of the Ameri- 
cas left vacant by the recent death of 
James N. Wallace. 


CENTRAL 
COMPANY 


NEW HEAD FOR UNION TRUST 


George Willetts Davison, vice-presi- 
dent of the Central Union Trust Com- 
pany, has been elected to succeed the 
late James N. Wallace, as president of 
that institution. Mr. Davison came to 
the Central Trust Company in 1912, 
being offered a vice presidency by Mr. 
Wallace, following his work in connec- 
tion with the reorganization of the 
Third Avenue Railway, and for the last 





INTEREST ALLOWED ON DEPOSITS. 
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HOWARD D. JOOST, Assistant Secretary 
J. NORMAN CARPENTER, Trust Officer 
GEORGE V. BROWER, Counsel 
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five years prior to Mr. Wallace’s death 
had come to be known as the latter’s 
right hand man. 

Mr. Davison was born in Rockville 
Center, N. Y., in 1872, graduating from 





GEORGE W. DAVISON 


Recently elected President Central Union Trust 
Company, New York 


Wesleyan University twenty years later. 
In 1894 he received the degree of LL.B. 
from New York University, and in 1912 
the degree of LL.D. was conferred 
upon him by Dickinson University. 





























Where Service Counts 


Seaboard service is backed by thirty-seven years of experi- 
ence in handling accounts of banks and bankers, corporations, 
firms and individuals throughout the United States. 

It is the kind of service that gives personal, individual atten- 
tion to every account— large or small—and will satisfy every par- 
ticular requirement and financial need that your business may 
demand. 

We offer you this distinctly personalized financial service 
and the complete facilities of our well equipped departments, 
with the assurance that any business entrusted to our care, will 
be handled with accuracy, promptness and unfailing courtesy 
at all times. 


The Suoheeed National Bank 





Resources more than . : 
Deposits 





of the City of New York 


- $80,000,000 
71,000,000 























From 1894 to 1912 he practised law, 
becoming Assistant District Attorney of 
Queens County in 1897 and subsequent- 
ly District Attorney. He first attracted 
the attention of the financial communi- 
tv when he assisted the late F. W. 
Whitridge as counsel in the resuscitation 
of the property of the Third Avenue 
Railway, serving at the request of Mr. 
Wallace. Shortly after his appointment 
as vice president of the trust company, 
he was left in complete charge, while 
Mr. Wallace took a three months’ vaca- 
tion in Europe. He played an active 
part in the Liberty Loan campaigns, 
in 1917, for a time serving as Acting 
Deputy Governor of the Federal Re- 
serve Bank in charge of the organiza- 
tion of the redeposit of Government 
funds. 

In addition to being a trustee of the 
Central Union Trust Company, Mr. 
Davison is a director in the American 
Eagle Fire Insurance Company, Brook- 
lvn Rapid Transit and _ subsidiaries 
People’s Trust Company, Platt Iron 





Works, Third Avenue Railway Com- 
pany, Wabash and Sloss-Sheffield. He 
is also a trustee of Wesleyan University. 


A. C. BOSSOM IN NEW QUARTERS 


Alfred C. Bossom, the bank architect 
and engineer, has removed his offices 
from 366 Fifth Avenue to 680 Fifth 
Avenue, where he has taken the entire 
top story of that handsome structure, 
recently built by John D. Rockefeller, 
Jr., and has arranged it to accommodate 
a most complete architectural and en- 
gineering organization. 

Among some of the bank building 
operations that Mr. Bossom is working 
on at this time are the new homes for 
the Seaboard National Bank, New 
York; First National Bank, Jersey City, 
N. J.; National Bank of Commerce, 
New York; Columbia Trust Company, 
New York; Virginia Trust Company, 
Richmond, Virginia; First National 
Bank, Richmond, Virginia, and the 
Colonial Trust Company, Farrell, Pa. 

Mr. Bossom has issued a cordial in- 
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100 YEARS OF COMMERCIAL BANKING 


FRANK J. HEANEY 
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WILLIAM H. STRAWN 
Vice-President 
NORBORNE P. GATLING 
Vice-President 
H. A. CLINKUNBROOMER 
Vice-President 
MAX MARKELL 
Vice-President 
WILLIAM MILNE 
Vice-President 
JOHN B. FORSYTH 
Vice-President 
WALTER B. BOICE 
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VINTON M. 
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LOUIS G. KAUFMAN, President 
GEORGE M. HARD, Chairman 
RICHARD H, HIGGINS 
Vice-President 
BERT L. HASKINS 
Vice-Pres. aud Cashier 
C. STANLEY MITCHELL 
Vice-President 
ROLFE E. BOLLING 
Vice-President 
GEORGE R. BAKER 
Vice-President 
WALLACE T. PERKI 
Vice-President 
HENRY L. CADMUS 
Asst. Cashier 
HENRY C. HOOLEY 
Asst. Cashier 
JOSEPH BROWN 
Asst. Cashier 
HARVEY H. ROBERTSON 


Ass . Cashier 
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vitation to his bank clients to make use 
of his office while in New York. 


TREASURER ATLANTIC 
REPRESENTATIVE 


FORMER KANSAS 
NATIONAL 


Frank E. Grimes of Topeka, former 


treasurer of the state of Kansas, has 





FRANK E. GRIMES 


Recently appointed Kansas City representative, 
Atlantic National Bank, New York 
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been appointed, effective December 1, 
as representative for the Atlantic Na- 
tional Bank of New York in the state 
of Kansas and surrounding territory. 
Mr. Grimes needs no introduction to 
the bankers of that section. His long 
residence in the state, as well as his 
activity in a public way, has given him 
the intimate knowledge of business 
conditions so necessary to a represent- 
ative of this kind. 

It has long been the policy of the 
Atlantic National Bank to give close 
personal attention to its correspond- 
ents, and the appointment of Mr. 
Grimes is with the view to further 
improving the bank’s service. 
HEAD DIRECTORATE FRENCH AMERI- 
CAN BANKING CORPORATION 


TO 


James S. Alexander, president of the 
National Bank of Commerce in New 
York, has been elected chairman of the 
board of directors of the French Ameri- 
can Banking Corporation. 


COMMERCE EM- 
LEGION POST 


NATIONAL BANK OF 
PLOYEES FORM AMERICAN 


Employees of the National Bank of 
Commerce in New York who were in 
war service have perfected the organi- 
zation of a Post of the American Le- 
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IN NEW YORK 


for nine out of town banks who opened 
accounts with us in the following years: 


We offer this time tested service to you. 


ATLANTIC 


National Bank 
Broadway-Opposite CityHall 
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ndents 





Phineas C. Lounsbury, 
Chairman 
Kountze, 
President 
Edward K. Cherrill, 
Vice-President 
Gilbert H. Johnson, 
Vice-President 
Kimball C. Atwood, 
Vice-President 
Charles F. Junod, 
Vice-President 
Frank E. Andruss, | 
Cashier 
John P. Laird, 
Asst. Cashier 
John H. Brennen, 
Asst. Cashier 
John H. Trowbridge, 
Asst. Cashier 


Herman PD. 





gion, the charter for which has been 
approved. The preliminary meeting, 
held in the Commerce Club’s rooms at 
the bank, was presided over by E. H. 
Lee. 

James S. Alexander, president of the 
National Bank of Commerce, spoke of 
the possibilities of such an organization 
when devoted solely to fostering and 
perpetuating the spirit of devotion, pa- 
triotism and self-sacrifice which war ser- 
vice called into life. He said it was 
always advisable to make sure of the 
real ends and possibilities of such asso- 
ciations. He expressed appreciation 
of the service which the bank’s em- 
ployees rendered in responding to the 
nation’s call, and pride in their accom- 
plishment, and in conclusion he said he 
was sure that all were equipped to live 
better and fuller lives because of such 
service. 

More than two hundred employees of 
the National Bank of Commerce were 
in war service, five making the supreme 
sacrifice. There are now in the bank’s 
employ one hundred and twenty men 





and women eligible to membership in 
the American Legion. 


INDUSTRIAL BANK OF NEW YORK 


According to the New York Times, 
the new bank to be known as the In- 
dustrial Bank of New York, has had its 
capital stock, which has been fixed at 
$1,000,000, four times over-subscribed 
This new institution, which will start 
business with a capital of $1,000,000 
and a paid-up surplus of $500,000, will 
probably open its doors soon, in its tem- 
porary quarters at the corner of Fourth 
Avenue and Twenty-fourth Street. Its 
board of directors includes several vice- 
presidents of big Wall Street banks and 
trust companies and other representa- 
tives of important interests. 

U. 8. 


MORTGAGE AND TRUST COMPANY 


The United States Mortgage and 
Trust Company has been appointed 
transfer agent for the first preferred, 
second preferred and common stock of 
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Capital - - - - 
Surplus and Profits ° 
Deposits (Sept. 12,1919) - 


A BARTON HEPBURN, 
ALBERT 
THAYER, 


EUGENE V. R. President 


t'AMUEL H. MILLER, Vice-President 
EDWARD R. TINKER, Vice-President 
CARL J. SCHMIDLAPP, Vice-President 
GERHARD M. DAHL, Vice-President 


REEVE SCHLEY, Vice - President 


ALFRED C. ANDREWS, Cashier 
CHARLES C. SLADE, Asst. Cashier 
EDWIN A. LEE, Asst. Cashier 


WILLIAM E, PURDY, Asst. Cashier 


H. W. CANNON J. N. HILL 

A. B. HEPBURN D. C. JACKLING 
A. H. WIGGIN F, A. SAYLES 

J. J. MITCHELL Cc. M. SCHWAB 
G. E. TRIPP S. H. MILLER 





The Chase National Bank 


OF THE CITY OF NEW YORK 


Chairman of the 
H,. WIGGIN, Chairman of the Board of Directors 


DIRECTORS 


WE RECEIVE ACCOUNTS OF Banks, Bankers, Corporations, Firms or Individuals 
on vorable terms, and shall be pleased to meet or correspond with those 
who contemplate making changes or opening 


FORBIGN BHXZCHANGE DEPARTMENT 


57 BROADWAY 


$10,000,000 
20,479,000 
405,569,000 


Board 


Advisory 


CHARLES D. SMITH Asst. Cashier 


WILLIAM P. HOLLY, Asst. Cashier 
GEORGE H. SAYLOR, Asst. Cashier 
M. HADDEN HOWELL, Asst. Cashier 
S. FREDERICK TELLEEN, Asst. Cashier 
ROBERT I. BARR, Asst. Cashier 
SEWALL 8S. SHAW, Asst. Cashier 
LEON H, JOHNSTON, Asst. Cashier 


Asst. Cashier 
Asst, Cashier 


OTIS EVERETT, 
GEORGE E. SCHOEPPS, 


E. R. TINKER E. V. R. THAYER 
H. B. ENDICOTT Cc. J. SCHMIDLAPP 
E. T. NICHOLS G. M. DAHL 

N. CARLTON A. FLETCHER 

F. H. ECKER 


new a ts. 




















A. G. Spalding & Bros. This company 
has also been appointed depository for 
the capital stock of the American Ex- 
change National Bank in connection 
with the organization of the American 
Securities Corporation. 

Frank J. Parsons, vice-president of 
the U. S. Mortgage and Trust Company 
is making a trip through the West vis- 
iting the company’s mortgage represen- 
tatives. 


SECRETARY FOR MERCANTILE 
BANK OF THE AMERICAS 


NEW 


At a meeting of the board of di- 
rectors of the Mercantile Bank of the 
Americas held October 22, William 
Todd was appointed assistant secretary. 


BANK ADDS FIVE DIRECTORS 


The board of directors of the Liberty 
National Bank of New York has been 
increased by the election of five former 
directors of the Scandinavian Trust 
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Company, which recently was absorbed 
by the Liberty National. The new di- 
rectors are Alexander V. Ostrom, for- 
mer president of the Scandinaviaa 
Trust Company and now a vice-presi- 
dent of the Liberty National; Freder- 
ick W. Hvoslef of Bennett, Hvoslef & 
Co.; C. M. MeNeill, president of the 
Utah Copper Co.; Jeremiah Milbank, 
Alexander R. Nicol and E. A. Cappel- 
en-Smith. 

The Norwegian Advisory Board, 
which formerly acted for the Scan- 
dinavian Trust Company, will act in 
similar capacity for the Liberty Nation- 
al Bank. The board consists of Chris- 
tian Bonge of Bergen, S. E. Dahl and 
G. K. Hegge of Christiania, K. Jeb- 
sen of Bergen, Viktor Plahte of Chris- 
tiania, and C. Thaulow of Trondhjem. 
U. 8. MORTGAGE POST ELECT OFFICERS 

At a meeting of the United States 
Mortgage Post of the American Legion 
the following officers were elected: 
President, John C. Foley; vice-presi- 




















COMPLETE 


Trusts and Savings. 





and PERSONAL SERVICE 


THE Northern Trust Company-Bank has this 
to offer in representing the interests of out- 
of-town banks and business men generally: 


The services of a complete banking institution, 
embracing departments of Banking, Bonds, 


This bank preserves a real personal interest in 
the financial affairs of its customers, thereby 
rendering a more helpful service. 


THE NORTHERN TRUST Co.-BANK 


N. W. CORNER LASALLE & MONROE STS. 
Capital and Surplus $5,000,000 


FACILITIES 




















dents, B. F. Yates, John S. Mayer. 
Robert H. Moulder, Jr.; treasurer, W. 
J. Wittman; secretary, G. B. Coit; 
member executive committee, J. W. 
Nurge. 


NEW GUARANTY APPOINTMENTS 


The following appointments were 
made at a recent meeting of the Ex- 
ecutive Committee of the Board of Di- 
rectors of the Guaranty Trust Com- 
pany of New York: Harold D. Bentley, 
investment trust officer; Rowland B. 
IF. Randolph, Sigmund Metz, and Al- 
den S. Blodget, assistant managers, 
London Office; Edward Graham Hum- 
phreys, assistant secretary, London 
Office; Edward de Lima, assistant man- 
ager, Paris Office; Duncan R. Paton, 
agent; Reginald Fleming, sub-agent; 
and Frank E. Bower, assistant sub- 
agent, Liverpool Office. 

Joseph R. Slipper was appointed an 
assistant treasurer, and Harry V. Bab- 
cock was appointed an assistant secre- 


tary of the Guaranty Trust Company 
at a meeting of the Executive Commit- 
tee of the Board of Directors held 
October 2. 

Mr. Slipper was born in Brooklyn on 
April 25, 1877, and was educated in 
the public schools there. He entered 
the employ of the Guaranty Trust Com- 
pany, then known as the New York 
Guaranty and Indemnity Company, in 
1893 as a messenger. He became a 
bookkeeper, then receiving teller, an:d 
then paying teller, in which appoint- 
ment he served for many years. In 
February, 1918, he became an assistant 
to the officers in the banking depart- 
ment. 

Mr. Babcock was born in New York 
City on November 1, 1874. After three 
years at the College of the City of New 
York he went to Princeton University, 
where he was graduated in 1897. He 
began work immediately with the Fifth 
Avenue Bank and continued there until! 
May, 1900, when he came to the Guar- 
anty. He has served in the bookkeep- 
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AUGUS ROBERTSON 
Westchester Trust Company, Yonkers, N. Y. 


This young banker was decorated by the Prince of 
Wales, during his recent visit to the United States. He 
has also received the D. S. C. from the U. S. Govern- 
ment and a citation from General Pershing. 


ing, auditing, securities, and bond de- 
partments. In March, 1918, he became 
managing clerk of the bond department. 
Mr. Babcock was president of the Guar- 
anty Club during 1917-18, and has tak- 
en an active part in this organization 
since it was first established. 

Holt F. Callaway was recently ap- 
pointed an assistant credit manager. 
Mr. Callaway was born January 14, 
1890, at Macon, Georgia, and was 
educated in the public schools there and 
at Mercer University. He engaged in 
the insurance business and was special 
agent for the New Hampshire Fire In- 
surance Company at the time war with 
Germany was declared. During the 
war he served on the U. S. S. “Man- 
churia.” He came to the Guaranty 
Trust Company in January, 1919, and 
was assigned to the credit department. 


Later he was detailed to special work 
in the foreign department for Vice- 
President Parker. Mr. Callaway will 
have charge of the Foreign Division of 
the credit department under the gener- 
al supervision of F. N. Finger, credit 
manager. 


OFFICER FOR MERCANTILE BANK 
OF THE AMERICAS 


NEW 


Herman Olavarria, who was formerly 
vice-president of the Banco Nacional 
de Cuba, Havana, has recently been ap- 
pointed assistant manager of the Mer- 
cantile Bank of the Americas. 


$5,000,000 INCREASE IN SURPLUS FOR 
NATIONAL BANK OF COMMERCE 


The board of directors of the Nation- 
al Bank of Commerce in New York 
have voted to transfer $5,000,000 from 
undivided profits to surplus, increasing 
the surplus account from $20,000,00C 
to $25,000,000, a figure equalling the 
$25,000,000 capital of the institution 

This is the third increase of similar 
amount in the bank’s surplus since Jan- 
uary 1, 1918. The bank now has cap- 
ital and surplus of $50,000,000 and un- 
divided profits of more than $3,000,000. 

When James S. Alexander became 
president of the National Bank of Com- 
merce in New York in 1911, the sur- 
plus account stood at $10,000,000. On 
January 2, 1918, the surplus was in 
creased fifty per cent., to $15,000,000. 
A year later, on January 2, 1919, the 
increase to $20,000,000 was voted. The 
present increase to $25,000,000, com- 
ing within less than a year afterward, 
is in line with the steady progress of 
the bank under Mr. Alexander’s direc- 
tion. The latest statement of condi- 
tion made by the bank, that at the 
Comptroller’s Call for September 12, 
1919, shows total resources of over 
$554,900,000. At the time of his becom- 
ing president the total resources were 
about $207,000,000. 

NEW YORK BANKER BACK FROM ITALY 

Gaetano Biasutti, vice-president of 
the Italian Discount and Trust Com- 
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pany, of New York, has returned after 
a three and one-half months’ trip to 
Italy. While abroad Mr. Biasutti was 
appointed a member of the Italian del- 
egation to the International Trade Con- 
ference. 


AMERICAN TRUST COMPANY OPENS NEW 
BRANCH OFFICES 


The Superintendent of Banks for the 
State of New York has authorized the 
American Trust Company of New York 
to open two new branch offices, located 
in the Borough of Queens; one at Long 
Island City, and the other at Jamaica. 
The offices are those formerly occupied 
by the Queens County Trust Company. 

The American Trust Company has 
taken over the banking and trust busi- 
ness of the Queens County Trust Com- 
pany, including its deposits, amounting 
to more than $3,000,000, making the 
total deposits of the American Trust 
Company over $8,000,000. 

Daniel W. Quinn, Jr., who has been 
President of the Queens County Trust 
Company and who was formerly con- 
nected with the Banking Department of 
the State, has been elected one of the 
vice-presidents of the American Trust 
Company, and will assume charge of 
both of the Queens County offices. 


NEW OFFICERS FOR AMERICAN TRUST 
COMPANY 


Owing to the large increase in busi- 
ness resulting from the establishment of 
new branches at Jamaica, L. I., and 
Long Island City the American Trust 
Company of New York, has found it 
necessary to elect additional officers as 
follows: Daniel W. Quinn, Jr., vice- 
president; Harry V. Hoyt, assistant 
treasurer; Frank L. Stiles, assistant sec- 
retary; W. E. Stecher, assistant secre- 
tary; Thomas F. Haste, assistant sec- 
retary. 


TUCKER, MORRIS & LOCKWOOD, INC. 


The Investment Banking House of 
Tucker, Morris & Lockwood, Inc., 
Buffalo, has opened a branch office at 
Lockport, New York. This house, 


Resources 


$17,000,000.00 


If intelligent hand- 
ling of items and low 
rates appeal to you 
send us your Buffalo 
business 


THE 


PEOPLES 


OF 
BUFFALO 





Try our Service 


and you will be entirely 
satisfied 


A. D. BISSELL, President 
Cc. R. HUNTLEY, Vice-Pres. 
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E. H. HUTCHINSON, Vice-Pres. 


E. J. NEWELL, Vice-Pres. 


HOWARD BISSELL, Vice-Pres. 


Cc. G. FEIL, Cashier 
A. J. ALLARD, Asst. Cashier 


G. H. BANGERT, Asst. Cashier 


Member Federal Reserve System 

















vestment securities. 


115 Devonshivxe St. 
Boston 









INVESTMENT SECURITIES 


We specialize in Government bonds and other in- 
This firm was founded in. 1865 
and we have always endeavored to recommend to our 
clients conservative investments. 
New York and Boston Stock Exchanges we are pre- 
pared to execute orders ‘for the purchase or sale of 
securities on a cash basis in large or small amounts. 


A circulard escribing seberal issues of desirable 
investment securities willl bc sent on request 


Kadder,Peahody & Co. 










As members of the 














a7 WallStreet 
New Yow 
























which was recently formed, has in its 
membership five who were formerly 
officers of the Citizens Commercial 
Trust Company, Buffalo. 


NEW POST FOR WILLIAM H. RADCLIFF 


William H. Radcliff, formerly trust 
officer of the Westchester Trust Com- 
pany, Yonkers, New York, has been 
elected secretary-treasurer of the Rock- 
land County Trust Company, Nyack, 
ms Be 


NATIONAL BANK OF TARENTUM OCCUPIES 
ENLARGED QUARTERS 


The banking quarters of the National 
Bank of Tarentum, Pa., have just been 
thoroughly modernized and equipped by 
Hoggson Brothers. 

The new banking room has been prac- 
tically doubled in area and handsomely 
decorated, and will provide ample ac- 
commodations not only for present 
needs but as well for future require- 
ments. 








The National Bank of Tarentum was 
organized in November, 1890, and _ its 
history has been one of steady devel- 
opment along conservative lines. Con- 
tinuity in office of its president and 
cashier since organization has been a 
strong factor in the remarkable success 
of this bank. Its officers are: John 
W. Hemphill, President; O. C. Camp, 
cashier; H. M. Brackenridge and J. D. 
Wilson, vice-presidents, and J. M. Hess, 
assistant cashier. 


UNION NATIONAL BANK OF _ PHILA- 


DELPHIA 


In its financial statement of Septem- 
ber 12, 1919, the Union National Bank 
of Philadelphia shows total resources 
of $23,361,264.81, and deposits of $14, 
410,067.82. This bank has a capital of 
$500,000 and surplus and net. profits of 
$678,059.71. 


SHAWMUT CORPORATION IN NEW YORK 


The Shawmut Corporation of Boston, 
has opened a branch office at 65 Broad- 





























| us to explain. 


** Reasons Why’’ So. 4 


Immediate Credit 
On Live Stock Shipments 


We have perfected a system by which we are able to give 
our correspondent banks immediate credit for live stock 
shipments to the Chicago market. 
| This system places proceeds to your credit one to three 
days sooner than has heretofore been possible. Write 


- The NATIONAL GTY RANK 





of (HICAGO 





F. A. CRANDALL, Vice-President 
| S. P. JOHNSON, Assistant Cashier 








DAVID R. FORGAN, President 
BANKS AND BANKERS DEPARTMENT 


HENRY MEYER, Assistant Cashier 
R. V. KELLEY, Assistant Cashier 




















way, New York. This corporation, 
which is under the supervision of the 
Federal Reserve Board, finances exports 
and imports, deals in acceptances, drafts 
and bills of exchange, and conducts a 
general banking business for foreign 
commercial transactions. 


CANADIAN EXCHANGE 


The exchange situation between the 
United States and Canada, says the 
trade letter of the First National Bank 
of Boston, is the cause of considerable 
anxiety across the line, and is interfer- 
ing materially with the conduct of busi- 
ness. The conditions in a general way 
are the same as have obtained in the 
exchange market with European coun- 
tries. We have been selling to Canada 
a larger value of goods than we have 
been purchasing, and Canada has not 
been in a position to ship gold to this 
country in payment of its balances, ow- 
ing to the fact that Canada receives 
2 large part of its gold as payment 
for its credit balances in London and 


this gold is available at present to only 
a limited extent. The United States 
dollar, therefore, is selling in Canada 
at a premium of three to four cents and 
the Canadian dollar is selling here at a 
corresponding discount. This means 
that Canada is paying a premium for 
all the goods that it purchases in this 
country. During the fiscal year ended 
March 31, 1919, Canada imported from 
the United States goods valued at $746,- 
917,509, and exported goods valued at 
$454,878,170; a balance against Canada 
of $292,044,839. For the ten years 
ended March 381, 1919, the balance of 
trade against Canada with the United 
States amounted to $2,381,678,562. Th_ 
remedy lies in the curtailment of im- 
ports from the United States by Canada 
or the increase of exports, thus reducing 
Canada’s debit balance; or in such im- 
provement in the exchange situation 
with Great Britain as will permit the 
resumption of normal shipments of gold 
to Canada or to the United States for 
the account of Canada. This of course 
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Our twenty-nine years of specialized experience in 
the industrial and financial develop- 
ment of the Mississippi Valley and the 
Southwest is at your disposal. 


As your St. Louis correspondent we can ren- 
der you prompt and efficient service. 


Seven Complete Departments 


Mississippi Valley Trust Company 
Member Federal Reserve System 


Capital, Surplus and Profits over $8,000,000 
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is not at all probable for some time 
to come. 
CALL LOANS UN-LIQUID ASSETS 

“Until the unsatisfactory and unsci- 
entific Stock Exchange call loan is elim- 
inated by a semi-monthly settlement 
on the Stock Exchange, most of the 
larger banks, because of the higher 
yield from this class of loan, will be 
tempted to continue to carry their re- 
serves in this way instead of in bank- 
ers’ acceptances. There is, however, a 
growing tendency among the most prv- 
gressive banks to divide their secondary 
reserves between call loans and accept- 
ances. Eventually the reserves of near- 
ly every important bank will include 
the latter class of paper.” 

This statement is made by F. Abbot 
Goodhue, vice-president of the First 
Nationa! Bank of Boston, in a booklet 
entitled “Acceptance Corporations”, 
just published by the American Accept- 
ance Council in connection with its na- 
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SAINT LOUIS 
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tion-wide educational campaign. Tle 
author says further: 

“When one realizes that a so-called 
‘call loan’ is only callable in fair weath- 
er, and is, in fact, the most unliquid 
asset outside of a mortgage a bank can 
hold it seems remarkable that this form 
of investment has continued for so many 
years to be regarded as a satisfactory 
second reserve, and that this impression 
still persists in spite of the many su- 
perior qualities of the bankers accept- 
ance as a readily marketable liquid 
asset. 


“Until the larger banks of the coun- 
try generally adopt a policy of employ- 
ing their day-to-day surplus funds by 
the purchase of bankers acceptances 
and of making good their clearing losses 
by the sale of these bills, the American 
importer, exporter, investor and banker 
cannot enjoy the benefits of a real open 
discount market.” 


Copies of Mr. Goodhue’s pamphlet 
are obtainable on request at the offices 
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of the American. Acceptance Council, 
111-Broadway, New York. 


WEALTH FROM FOREIGN TRADE 


Immense prosperity, says a recent 
bank letter of the National State and 
City Bank of Richmond, must come to 
this nation ultimately as a consequence 
of the new wealth represented by our 
foreign trade totals. The government’s 
figures show that, during the fiscal year 
ended June 30th last, the American peo- 
ple exported $4,129,000,000 more mer- 
chandise than they imported. Never 
before has the world been so heavily 
indebted to us on foreign account. In 
the month of June alone exports footed 
up $918,000,000, a record total for one 
month. The foreign commerce of this 
country—meaning both imports and ex- 
ports—for the last fiscal year was also 
much the largest ever reported in a 
twelve-months period, standing at $10,- 
320,617,889. These figures offer indis- 
putable evidence that the United States 
has become, temporarily at least, the 
great source of supply for foreign na- 
tions to resort to. No other nation ever 
made such a showing before, and econo- 
mists agree that if we make the best 
use of our foreign trade opportunity 
the United States will exert a command- 
ing influence in world-trade for years 
to come. 


FIRST NATIONAL BANK, RICHMOND, VA. 


At the close of business, September 
12, 1919, the First National Bank of 
Richmond, Va., showed total resources 
of $86,161,273.42 and net denosits of 
$28,489,333.50. This bank has a capi- 
tal of $2,000,000, a surplus fund of 
*1,000,000 and undivided profits of 
$724,997.79. 


BANK AUDITORS ASSOCIATION FORMED 


A coéperative organization known as 
the Virginia Bank Auditors Association 
was recently formed in Richmond, the 
object of which is to provide a medium 
for the exchange of ideas on bank ac- 
counting and for safeguarding methods 
and the fostering of a fraternal spirit 











First Chicago 


Developed through the 
growth and experience 
of more than half a cen- 
tury 


The First National 
Bank of Chicago 


James B. Forgan, Chairman of the Board 
Frank O. Wetmore, President 


and the 


First Trust and 
Savings Bank 


James B. Forgan, Chairman of the Board 
Melvin A. Traylor, President 


offer a complete financial 
service, organized and 
maintained at a marked 
degree of efficiency. 
Calls and _ correspond- 
ence are invited relative 
to the application of this 
service to local, national 
and to international re- 
quirements. 


Combined resources over 


$300,000,000 
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Equipped for Service 


Union National Bank 
PHILADELPHIA 


it 


OCATFD in a modern 
building with every facil- 
ity for the efficient handling 
of its business, this bank is 
in a position to offer you 
prompt and adequate service 
in your Philadelphia banking 
transactions. 


. $19,500,000 


5 





among those of the bank auditors’ pro 
fession. .: hile the membership in thi 
new association is limited to those who 
live in Virginia, it is hoped soon similar 
associations in other states will be 
formed and eventually a national or- 
ganization will result. It is felt such 
an organization will result in increased 
efficiency in banking methods and safe- 
guards. 

The following officers of the Virginia 
Bank Auditors Association were elected 
for a term of one year: John S. Haw, 
president, auditor of the First National 
Bank of Richmond; John S. Walden, 
Jr., vice-president, auditor of the Fed- 
eral Reserve Bank, and John M. Mil!- 
er, 3d, secretary, auditor of the Planters 
National Bank of Richmond. A suit- 
able constitution and by-laws have been 
adopted and regular meetings will be 
held from time to time. Eventually 
the more important papers read at these 
meetings will be published in bulletin 
form and distributed to those inter- 
ested and should prove a valuable ad- 
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dition to the practical banking litera- 
ture of the day. 

Bank auditors not only in Virginia 
but other states as well who are in- 
terested in this organization should 
write John M. Miller, 8d, secretary, 
care of Planters National Bank, Rich- 
mond, for details of the organization. 
as those interested in this work are 
anxious to see other associations formed, 
and as quickly as possible the national 
association. 


INCREASE SPACE 
UNION TRUST & DEPOSIT COMPANY TO 


Contract has been let by the Union 
Trust & Deposit Company of Parkers- 
burg, W. Va., to Hoggson Brothers, of 
New York, to remodel and increase the 
banking home of this institution. Expan- 
sion in business has made these alter- 
ations imperative and active work is 
scheduled to commence at an early date. 

The Union Trust & Deposit Com 
pany was incorporated in 1903 and has 
a capital of $150,000. Its present offi 
cers are: S. D. Camden, president; W. 
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BOOK THLES 


Special Section of The Bankers 


AND 
THINKING 

Frank A. Vanver.ip, former 
president of the National City 
Bank, said that the reason he 
resigned the presidency of the 
National City 
cause he “wanted 
think.” 

“We are in the most interest- 
ing time in history,” said Mr. 
Vanderlip. “Men of large af- 
fairs are, as a rule, too busy 
looking after dollars to pay due 
attention to the great problems 
now before the world.” 

We do not believe that the 
great majority of bank presi- 
dents need to resign their posi- 
tions in order to think, but we 
believe that a certain amount of 
time set aside for reading on 
the problems of their business 
and of the world at large will 
clarify their thinking, and we 
should be glad of the opportu- 
nity to suggest books for that 
purpose. 

& 


Tue Guaranty News gives ad- 
ditional facts concerning Miss 
Beemis and her work at Charles- 
ton, as follows: 


time to 


Miss Beemis was graduated in 
1916 from Pratt Institute in th« 
Library course and after a year 
and a half at the New York Pub- 
lic Library came to the Guaranty 
Trust Co. as an assistant in the 
library here. She went to the 
Trust Department last August. Be- 
cause of her exceptional qualifica- 
tions she was selected by the Com- 
pany to undertake the work at 
C harleston. She selected all of the 
900 or more volumes for the new 
library, prepared them for use, and 
also selected the public documents, 
financial periodicals, and news- 
papers which are used there. In 
addition she organized a class in 
library work among the girls em- 
ployed by the Bank of Charleston. 
Seven of them received instruction 
from her for an hour daily so that 
at the end of two months the bank 
had an efficient corps of library 
workers, any one of whom could 
assume charge in an emergency. 

, Duri ¢ the first month Miss 
Beemis had one assistant and 


Bank was be- | 
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during the second month two as- 
sistants. One of the latter showed 
such ability as to induce the Bank 
of Charleston to arrange 
her to Prati Institute tor 
training and she will take the 
course there next year. The bank 
reports that its employes and the 
general public have evinced great 
interest in the library. 


& 


NORTHCLIFFE ON 

CULTURE 
Lorp Nortuc.uirre, owner of the 
London Times and many other 
leading British publications, is 
certainly qualified to speak of 
success. It is interesting, there- 
fore, to note the emphasis he 
puts on self-culture. In an in- 
terview he says: 


SELF- 


Men fail because 
their energies in pleasure or in 
meddling with a dozen different 
concerns. I have centered myself 
on one thing, journalism. That is 
my business, my recreation, my 
all. To concentration, of course, 
must be added other essential 
traits, but that alone will accom- 
plish a great deal. As to the other 
qualities which bring success, I 
should place first: industry, self- 
culture, cheerfulness, self-reliance, 
determination, confidence, initia- 
tive, ambition, and optimism. 
Then come foresight, leadership, 
ability to select and inspire, great 
mental and physical stamina, su- 
perior judgment, willingness to in- 
cur big risks, personal magnetism, 
dynamic force, imagination, and 
common sense. Above all things, 
avoid worry, for that has killed 
more people than hard work, 


they dissipate 


Magazine 


YOUNG MEN OF AMERICA! 


| Ir the average young man de- 
to send | 

further | 
| submit to the conditions which 


sires to be successful, he must 


Success imposes. ‘These pri- 


| marily are Honesty, Industry 


and Economy, the practice of 
which is a cardinal necessity in 
the formation of Character. 

Most of our young men are 
shaping their lives along this 
line, but, because of lack of ex- 
perience, they overlook the 
great advantage that will ac- 
crue to them from forming 
early in their lives as a depos- 
itor a banking association of the 
highest character. 

Our experience of eighty-nine 
years has convincingly taught 
us that kindness and considera- 
tion shown clean-living, honor- 
able and ambitious young men 





| for us. 
| day is the oak of to-morrow, so 
| do our young men rapidly at- 


| world’s 
| change 


is a splendid asset for them and 
Just as the acorn of to- 


tain the management of the 
affairs—American Ea- 


National Bank, New 


& 


One difficulty with life’s prob- 
lems is that we can’t turn to 
the back of the book and find 
the answers.—Life. 

‘ 


York. 





BOOKS ON 


APPROVAL 





“Books That Bankers 


253 Broadway 





Any book published by the Bankers Publish- 


ing Company will be sent on approval to any 
bank or banker. Write for our catalogue of 


BANKERS PUBLISHING COMPANY 


Need.” 


New York 
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TRAINING OF THE 
BANKER 


THE 


BankinG in the Antipodes does 
not differ in principle from our 
American banking practice. In 
Australia considerable attention 
is being paid to the study of 
banking by the young men in 
the profession. In a _ recent 
issue of Bank Notes, a house 
organ published by the Adver- 
tising Department of the Com- 
monwealth Bank of Australia, 
Sydney, are suggestions along 
this line by D. C. Phillips, as 
follows: 


The world is face to face with 
many problems, and the one which 
concerns us more directly as bank- 
ers is that dealing with financial 
and currency matters. And it is 
that our officers may be the more 
fitted to acquit themselves like 
men, and take a premier part in 
questions concerning our own pro- 
fession, that the training of the 
banker is so essential. 

Dr. Leaf, chairman of the Lon- 
don County and Westminster 
Bank, in his speech at a recent 
meeting of the Institute of Bank- 
ers, England, expressed the opin- 
ion that banking should be placed 
on a footing by which it would 
compare favorably with any of the 


learned or professional careers. 
The man we want in a bank is 
the type of man who goes to the 


bar because he means to be a 
judge. 

We are reaching a stage in our 
profession when it will be neces- 
sary for a bank officer to be a 
man who by close study and train- 
ing will be capable of holding his 
own with any of his compeers. 
Modern equipment in an _ up-to- 
date office does away largely with 
the mere clerk, and we must see 
to it that our men are so trained 
and equipped that they can main- 
tain with honor and dignity our 
great institution against all com- 
petition, 

The governor has set a wise ex- 
ample that so far other institu- 
tions are slowly but surely follow- 
ing in insisting that probationers 
shall at least pass the Bankers’ 
Institute examination. I look to 
the day when he will decide that 
all junior officers, three to five 
years after admittance to the staff, 
shall pass a further examination 
which would entail a_ certain 
amount of study and close atten- 











tion to their work. A law clerk 
is articled for so many years, and 
must finally pass his examinations 
before admittance—a medical stu- 
dent must pass examinations, and 
why not a banker? 

For it is imperative that any 
bank officer who desires to rise in 
his profession should have a 
knowledge (apart from the mere 
round of routine duties) of certain 
laws, such as the Stamp Act, Com- 
pany Law, Insolvency Law, and a 
reasonable knowledge of mercan- 
tile bookkeeping, and in the time 
mentioned of three to five years 
he should, if he is a fit and proper 
person to continue a banking ca- 
reer, be able and compelled to sat- 
isfy his employers by examination 
that he has acquired that knowl- 
edge. If not, then he should find 
before it is too late that he is not 
suited for his profession, and seek 
another means of livelihood. 

It would be satisfactory 
final examination, not necessarily 
compulsory, in higher features of 
banking could be held; the reward 
being the distinct advantage to 


if a | 


the officer gained through the ad- | 


ditional study he would find nec- 
essary to enable him to complete 
his course, 


We are all too prone to think | 


that once in a bank we can mud- 
dle along somehow, and few rec- 
ognize that a few short years of 
study in the earlier part of our 
career give that feeling of con- 
fidence and ability to accept re- 
sponsibility so essential in a suc- 
cessful banker, 

We must be forced to realize 
that our profession demands more 
than clerical labor, and to those 
of us who by our studies and ex- 
ertions and our own endeavors rise 
beyond the position of mere 
drudges, the plums of our pro- 
fession will fall, 


& 


THE A. B. A. LIBRARY. 


Tue trprary of the American 
Bankers Association now con- 





tains 5208 substantially bound | 
books, besides several hundred | 


pamphlets and several thousand 
extracts from newspapers and 
magazines. 
largely to current subjects that 


The latter pertain | 


have not yet reached the stage | 


of crystallization and publica- 
tion in book form. 

George E. Allen, educational 
director of the American Insti- 
tute of Banking, has been ap- 
pointed librarian, not only on 
account of fitness, but also for 
the purpose of bringing the li- 
brary and the institute, two im- 
portant educational agencies of 
the association, into closer rela- 
tionship. 
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The New Business 
Department 


By T. D. MACGREGOR 


Author of ‘“‘Pushing Your Business,” 


“2000 Points for Financial Advertis 


ers,” “Bank Advertising Plans,” “The 


Book of Thrift.” 


HE “intensive” cultivation of 
present customers of a bank 
and the systematizing of 

efforts to secure new ones are the 
keynotes of this book by T. D 
MacGregor, the well-known writer 
on financial advertising. 

This handy volume, the fourth 
of the “Bank Department Series,” 
is largely the fruit, of the author's 
having been for some time an im- 
portant member of the Depart- 
ment of Publicity and New Busi- 
ness of the Guaranty Trust Co. 

While some of the ideas and 
methods suitable for use in push- 
ing the business of the largest 
trust company in the world—with 
resources of over $500,000,000— 
undoubtedly would not be adapt- 
able to the requirements of the 
average bank or trust company, 
still the principles and practice 
in general are the same no mat- 
ter what the present size of the 
institution to be developed. 

“The New Business Depart- 
ment” is unique in its field. There 
is absolutely no other published 
work on this subject. If you want 
to have a concise yet complete 
idea of how to conduct a Depart- 
ment in your bank, large or small, 
you will need this book as an in- 
spiration and guide. It is worth 
many times its price—one dollar 
—to any bank or trust company 
that wants to make the most of 
its opportunities of development. 
Bankers Publishing Compan 

253 Broadway, New Yor 

Please send for free examina- 
tion Mr. MacGregor’s “New Busi 
ness Department.” After five 
days’ examination I will either 
return or remit the price, $1.00. 
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MENTAL PABULUM 
“Resonve to edge in a little 
reading every day, if it is but 
a single sentence. If you gain 
fifteen minutes a day it will 
make itself felt by the end of 
the year.”—Horace Mann. 


& 


“THe pay oF ‘shirt-sleeve experi- 
ence’ is rapidly passing away 
in the field of business, as it has 
already passed away in_ the 
fields of law, medicine and en- 
gineering.”—Charles W. Eliot. 


& 


“MEN GIVE ME Credit for some 
genius. All the genius I have 
lies in this: When I have a 
subject in hand, I study it pro- 
foundly. Day and night it is 
before me. I explore it in all 
its bearings. My mind becomes 
pervaded with it. Then the ef- 
fort which I have made is what 
people are pleased to call the 
fruit of genius. It is the fruit 
of labor and thought.”—A levan- 
der Hamilton. 


& 


“Tne MAN who puts ten thou- 
sand dollars additional capital 
into an established business is 
pretty certain of increased re- 
turns; and, in the same way, the 
man who puts additional capital 
into his brains—information, 
well-directed thought and study 
of possibilities—will as surely— 
yes—more_  surely—get _in- 
creased returns. There’s no in- 
crease of capital safer and surer 
than that.”"—Marshall Field. 


& 


Nownere does the intelligence 
of mankind shine more brightly 
than in bookshops. Books are 
symbols to lift us out of our 
selfish little lives, that we may 
look out over the landscape of 
humanity and see what strange 
vegetations are growing there— 
that we may look upon this 
world, large as it is, including 
all of us, and see what it means, 
And to me a bookshop, second- 
hand or first-hand, and however 
large or small, is a holy place. 
—Christopher Morley. 


Bank 
Deposit 
Building 


Practical and Proved Methods of 
Increasing Your Business and 
Holding It 


By W. R. MOREHOUSE 


Assistant Cashier Guaranty Trust and 
Savings Bank, Los Angeles, Cal. ; 
President Financial Advertisers 

Association 


T HIS book, as its name implies, deals with building bank 

deposits—not in the sense of a spectacular increase by 
forced methods—here to-day and gone to-morrow—but 
building for permanent growth. This.is the keynote of Mr. 
Morehouse’s book and attention is paid to holding old busi- 
ness as well as to winning it in the first place. 

There is nothing theoretical about Mr. Morehouse’s 
book. All the methods recommended have been tried and 
found successful. Mr. Morehouse is himself one of the 
officials of a bank that has been highly successful and on 
account of his knowledge of advertising matters has been 
chosen President of the Financial Advertisers Association 
and Editor of the Bulletin, which deals exclusively with bank 
advertising. Mr. Morehouse is also well known to bankers 
on account of his frequent contributions to The Bankers 
Magazine. 

At this time when strong and united efforts are being 
made far and wide to promote thrift and saving, the study 
of a book like “Bank Deposit Building” will not only 
stimulate the banker’s patriotic duty, but will add to his 
legitimate profits as well—a combination of “‘doing good 
and making money,” as Benjamin Franklin once put it. 

“*Bank Deposit Building” is a handsomely bound book 
of 260 pages, printed on fine paper, with more than 40 
illustrations. The price is $3.00 and return of the blank 
below will bring a copy for personal examination. 


THE BANKERS PUBLISHING CO. 
253 Broadway, New York, U. S. A. 
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TANKERS PUBLISHING Co., 
253 Broadway, New York. 


I’lease send for free examination a copy of Mr. More- 
house’s “Bank Deposit Building.” After five days’ examina- 
tion I will either return the book or remit the price, $3.00. 
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Examine These Banking Books At Our Risk 


KYERY one of the books listed below is crammed full of valuable infor- 


mation and progressive ideas and methods for increasing your effici- 


ciency as a banker. Read over the list below and select the ones that 


you want to examine at our expense. 


—The Practical Work of a Bank 
-Trust Companies . . . 
-The Savings Bank and Its a Work 
—Commercial Paper and the Analysis of 
Credit Statements . . . .. . 
—The Elements of Foreign Exchange . 
—Bank Deposit Building . . . . . 


—Bank Window Advertising . . . . 
—The New Business Department. 
—2000 Points for Financial sieaneniiin 


$5.00 
$4.00 
$5.00 


$2.50 
$1.60 
$3.00 
$2.50 
$1.00 
$1.75 





BANKERS PUBLISHING COMPANY 
253 Broadway, New York 


books to you. 
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Gentlemen—Please send on approval copies of the books checked 


above. After examination I will either remit the price or return the 























Resources over 


$200,000,000 


Capital and Surplus 
$10,000,000 


The 


Philadelphia National Bank 


Established 115 Years 


A Bank of Character, Strength and Service 


LEVI L. RUE, President 


CHARLES P. BLINN, Vice-President 


HOWARD W. LEWIS, Vice-President 
WILLIAM S. MADDOX, Vice-President 
HORACE FORTESCUE, Vice-President 


E. Davis and J. N. Camden, vice-pres- 
idents; B. T. Neal, Jr., treasurer; and 
George F. Frederick, secretary. 

NEW BANK FOR GREENFIELD, 8. C. 

The organization has been completed 
of the Woodside National Bank of 
Greenville, S. C., which opens for busi- 
ness with a capital stock of $200,000. 

The officers of the new bank are Rob- 
ert I. Woodside, president; John L. 
Williams, vice-president, and T. P. P. 
Carson, cashier. 

Robert J. Woodside, prseident of the 
new institution, is now president of the 
Farmers & Merchants Bank and of the 
Farmers Loan and Trust Company. 
John L. Williams, vice-president, came 
to Greenville recently from Wilming- 
ton, where he was cashier for a num- 
ber of years for the Wilmington Sav- 
ings and Trust Company. T. P. P. 
Carson, cashier, is at present assistant 
cashier of the First National Bank of 
Greenville, and was formerly assistant 
cashier for the Fourth National Bank 
of Greenville. He has had a long 


‘ 


O. HOWARD WOLFE, Cashier 


number of years’ experience in the 
banking business. 

The directors are as follows: 

Capt. Ellison A. Smyth, Major W. 
D. Workman, O. P. Earle, V. M. Man- 
ning, Robt. I. Woodside, Jesse R. 
Smith, W. L. Patton, John H. Williams, 
Jno. W. Arrington, Jr., Jno. T. Wood- 
side, W. E. Mason, John L. Williams. 
L. A. Cochran, James H. Morgan, Jr., 
J. D. Woodside, G. F. Norris, W. S. 
Griffin, W. W. Sullivan, Albert W. An- 
derson, E. F. Woodside, L. O. Patter 
son, W. N. Watson, B. F. Neeves, F. 
D. Hunter, R. E. Henry. 


NECESSITY OF FOREIGN MARKETS 


The National Bank of the Republic, 
of Chicago, takes little stock in the 
contention that the United States should 
reduce its exports in order to relieve the 
exchange situation and to lower com- 
modity prices. In a recent trade letter 
the bank states: 

“The suggestion has frequently been 
heard that exports of merchandise be 
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STEWART D. BECKLEY 


Recently elected Vice-President A. I. B., Assistant 
Cashier City National Bank, Dallas, Texas 





curtailed, both as an aid in lowering 
commodity prices and as a means of 
rendering the financing of foreign trade 
less imperative. With regard to the 
former object sought, there would un- 
doubtedly ensue some temporary reduc- 
tion in prices, but offset by a very de- 
cided curtailment in the production of 
wares manufactured principally for for- 
eign markets. As regards foreign trade 
financing, which has to do with the cor- 
rection of the exchanges, a ban on ex- 
ports no doubt would also be efficacious 
in restoring foreign currencies to a level 
nearer their mint parities. As against 
these purely temporary advantages, we 
could expect to lose, almost beyond hope 
of recall, the markets which we have 
painstakingly built up abroad, and 
which as a world power in industry and 
finance, as well as in politics, we shall 
need as never before in our history. 
“It is to be remembered that the 
country just now is in process of filling 
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its shelves; once filled, we shall have 
a very substantial margin of industrial 
capacity in many products for which 
export is the only outlet. The upper- 
most consideration, however, is that we 
are morally bound to furnish Europe 
with the materials and machinery neces- 
sary to the revival of her industry, by 
which alone she can rehabilitate her- 
self industrially and financially. From 
another point of view we are in exactly 
the same position as a creditor who ex- 
tends further assistance to a temporar- 
ily embarrassed debtor as a means of 
recovering his original investment in- 
tact. Europe has no need of credit ex- 
cept as the wherewithal to purchase 
goods. Pending the setting up of the 
financial machinery necessary to render 
her that credit assistance, it would do no 
harm to forego a favorable balance of 
trade for the time being, not by re- 
ducing our exports to the level of our 
imports, but by increasing our purchases 
abroad and thereby fulfilling what is the 
very essence of trade—the exchange of 
goods for goods.” 


ANOTHER SECURITIES CORPORATION 
FOR CHICAGO 


Another large Chicago bank, The Na- 
tional City Bank of Chicago, has an- 
nounced the organization of a securities 
corporation as an auxiliary of the bank. 

The new company will be named the 
City Securities Company, and its chart- 
er will enable it to engage in financial 
operations of many kinds which are 
more advantageously handled by such 
a corporation than by a bank. 

The officers and directors of the City 
Securities Company are: H. E. Otte, 
president; R. U. Lansing, vice-presi- 
dent; W. G. McLaury, secretary and 
treasurer; David R. Forgan, Robert R. 
Forgan and F. A. Crandall. 


OFFICERS NAMED FOR BANK’S NEW 
TRADE CONCERN 


The Continental and Commercial Se- 
curities Company has secured its char- 
ter from the state of Illinois, and its 
organization has been determined upon, 
with Arthur Reynolds as_ president, 
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On the Earth there are 
1,750,000,000 People 


And no one person is 
an exact duplicate, men- 
tally or physically, of 
any other. 


We certainly don’t expect, then, in serving our 
y p ’ ’ 


2000 bank correspondents, to find any two alike in 


their desires and requirements. 


So our service is 


adjusted accordingly — individual service for in- 


dividual bankers. 


The National Bank of Commerce 





IN ST. LOUIS 





Capital, Surplus and Profits over $14,000,000.00 


George M. Reynolds chairman of the 
board, John J. Abbott and Henry C. 
Olcott vice-presidents, and Roy H. 
Goddard, secretary and treasurer. 

The directors include primarily the 
ranking officers of the Continental and 
Commercial National bank and the Con- 
tinental and Commercial Trust and 
Savings bank. All important heads of 
departments are included, so that the 
Securities company will have the bene- 
fit of the information of the two banks. 
The capital is $1,000,000 and the sur- 
plus $75,000. 


ROBERT R. FORGAN RESIGNS 


Robert R. Forgan has resigned as 
vice-president of the National City 
Bank, Chicago, effective December 31. 
Mr. Forgan will remain a director of 
the bank, but wished to be relieved of 
the duties of an active vice-president 
in order to give more of his time to 
other enterprises in which he is interest- 
ed. 





HULBERT PRESIDENT ILLINOIS TRUST 


E. D. Hulbert, president of the Mer- 
chants’ Loan & Trust Company, of Chi- 
cago, has been elected president of the 
Illinois Trust & Savings Bank to suc- 
ceed John J. Mitchell, who becomes 
chairman of the board of directors. This 
completes the executive organization of 
the merged banks. Mr. Mitchell has 
been at the head of the Illinois Trust 
& Savings Bank forty years, and feels 
he has earned a rest from active duties. 
In his new position he will be in su- 
preme direction of affairs of the com- 
bined banks, which will be known as 
the North American Trust Company. 


PAMPHLET ON TRUST DEPARTMENTS 
OF NATIONAL BANKS 


Virgil M. Harris, trust officer of the 
National Bank of Commerce in St. 
Louis, recently addressed the Financial 
Advertisers’ Association at New Orleans 
on “The Development of a Trust De- 
partment of a National Bank.” This 
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Your Business In The Twin Cities 


And throughout the Northwest—A network of 
1900 Direct Correspondents means time saved in 
collecting your items on points in this prosperous 


agricultural community. 








FIRST & SECURITY NATIONAL BANK 


Capital and Surplus Ten Million Dollars 
MINNEAPOLIS 




















address is now available in pamphlet 
form and copies will be mailed to any 
banker interested in the subject. 


OHIO STATE SUPERINTENDENT RESIGNS 


Philip C. Berg has resigned his posi- 
tion as Ohio state superintendent of 
banking, to become vice-president of the 
Guardian Savings and Trust Company 
of Cleveland. 

Mr. Berg was appo‘nted superintend- 





CHILIP C. BERG 
Vice-President Guardian Savings & Trust 
Company, Cleveland 
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ent by Governor Cox on January 25, 
1917, and his term does not expire until 
January, 1921. Before becoming a state 
officer he was a national bank examiner. 
The government has made overtures to 
him several times to return to the feder- 
al service, and only recently offered him 
an important federal financial post. 

Superintendent Berg has had an un- 
usually busy administration. The War 
and its problems materially increased 
the duties and responsibilities of the 
banking department and made utmost 
care necessary in administration. One 
serious problem which confronted the 
department during the war period was 
the evolving of a plan to give banks 
every facility for their liberty loan and 
war savings work for the government. 
This situation was met by Mr. Berg 
through rulings giving wider elasticity 
to the law and suspending, to a degree 
consistent with safety, limitations en- 
forced during normal times. 

State banks have had a big growth 
during the present administration. When 
Mr. Berg became superintendent less 
than three years ago, their combined 
resources were $900.000,000. Now they 
exceed $1,200,000,000 and are the 
largest in the banking history of the 
state. 

Superintendent Berg took an active 
part in the movement for the enactment 
of the new state banking code, passed 
by the general assembly, and which 
went into effect on July 11, this vear. 
This measure is said to be the most pro- 
gressive piece of banking legislation 
ever enacted by any state. 
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Capital . ‘ 
Surplus (Earned) 


Walter W. Head 
Ward M. Burgess 
B. A. Wilcox 
Frank Boyd 

Ezra Millard 

O. T. Alvison 

J. A. Changstrom 
W. Dale Clark 
Edward Neale 











The Omaha National Bank 


OMAHA, NEBRASKA 
Established 1866 


Total Resources . 


J. H. Millard, President 


Direct Transit Facilities 


The result of years of effort to improve service to correspondent banks 


, $1,000,000 
° . $1,000,000 
. $33,000,000 


Vice-President 
Vice-President 
Vice-President 
Vice-President 
; Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 














Many state banks have become mem- 
bers of the Federal Reserve System 
during the administration of Super- 
intendent Berg. The resources of the 
state member banks now amount to ap- 
proximately half a billion dollars. The 
superintendent has urged banks to join 
this system and that this appeal has not 
been unheeded is indicated by the num- 
ber that have become members. 

In his efforts to conduct the work 
of the department conservatively and 
impartially and to prevent politics from 
creeping into its affairs, Superintendent 
Berg has had the co-operation of the 
banking fraternity. In a statement an- 
nouncing his resignation, he thanks the 
bankers for their support. 

Mr. Berg’s career as a financier be- 
gan when he was appointed cashier of 
a national bank in Hillsboro, his birth- 
place. He still makes that place his 
home. 

The Guardian Savings & Trust Com- 
pany has resources of more than $81,- 
000,000. The bank has had a wonder- 


ful growth. It is known as a young 
men’s bank because most of its officials 
are men not yet of middle age. At 
the end of the first ten years of its ex- 
istence in 1908, it had some four thou- 
sand customers on its books. A decade 
later this roll had increased to more 
than one hundred thousand, and the 
deposits had increased from $11,000,- 
000, to $53,000,000. 

In leaving the state banking depart- 
ment after an exceedingly busy tenure, 
Mr. Berg will take with him the best 
wishes of his official associates and those 
of the banking fraternity generally, wit 
whom the relations of the department 
have been marked by harmony. 


CLEVELAND BANK MERGER 


A merger of the Cleveland Trust 
Company with the Peoples Savings 
Bank Company and the West Cleve- 
land Banking Company became effective 
October 24. This action marks the 
combination of the largest trust com- 
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In The Great Northwest 


$250,000. 


S2UULUUAUUALOAUANLANUEAUEOUOAUEOUOONUAUOOOOUEOUOOUEOUEOEOUEOUU 


pany and one of the largest savings 
and commercial institutions in Ohio. 

This gives the Cleveland Trust Com- 
pany total resources of over $85,000,- 
000 and an authorized capital and sur- 
plus of $8,000,000. Its total deposits 
are now over $78,495,000 and its sav- 
ings deposits are in excess of $43,- 
567,000. Its individual depositors num- 
ber over 175,000. 


INCREASE DEPOsITs $14,372,790.39 


Between the called statements of 
June 30, 1919, and November 17, 1919, 
the National Bank of Commerce in St. 
Louis increased its deposits $14,372,- 
790.39. The statement of November 17 
is the best ever published by the bank 
and shows total deposits of $77,007,- 
167.06 and total resources of $99,322,- 
593.92. 


“MAKERS OF HISTORY” 


This is the title of a half-page adver- 
tisement of the National Bank of Com- 
merce in St. Louis which appeared in 
the Globe-Democrat during the Con- 
vention. 

“On the Broadway side of the Na- 
tional Bank of Commerce Building,” 
says the advertisement, “about five feet 
from the pavement, there is a bronze 
tablet, erected in commemoration of 
William Clark of the Lewis and Clark 
Expedition—a maker of history. 

“Within this building there is housed 
The National Bank of Commerce—like- 
wise a maker of history. For it has 
been truly said that real history is not 
merely a record of wars and expedi- 
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Our new sixteen story building is now under construction, and will, upon com- 
pletion in 1920, be one of the finest banking institutions on the Pacific Coast. 


We recently increased our capital to One Million Dollars and our surplus to 


Our increase in deposits during the last two years is nearly $4,000,000.00. 
Banking institutions, corporations or individuals having business transactions in 
the Northwest, will find this bank equipped to render the most efficient service. 


Scandinavian American Bank 
Pacific: Avenue at Eleyenth Street. Tacoma 
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tions, but also of those peaceful 
achievements which tend to the indus- 
trial and social advancement of a com- 
munity or nation. 

“And considering history in _ this 
broader sense, The National Bank of 
Commerce in St. Louis points with 
pride to some of the facts which entitle 


it to rank as a maker of history.” 
A LIVE PUBLICITY MANAGER 


Putting as big a punch in as few 
words as possible is the ambition of 








FRED M. STAKER 


Publicity Manager Commerce Trust Company, and 
Commerce National Bank, Kansas City, Mo. 


Fred M. Staker, publicity manager of 
the Commerce Banks, Kansas City, Mo. 
In order the better to realize this ambi- 
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equipped. 


visionary. 


PAUL A. SEEGER, Vice-Pres. 
JOSEPH W. LEFFLER, Cashier 
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tion Mr. Staker has recently re- 
linquished the duties of manager of the 
safe deposit department of the Com- 
merce Trust Company and will devote 
his time exclusively to the work of 
publicity manager of that institution 
and the National Bank of Commerce. 

Mr. Staker’s work has attracted at- 
tention and much favorable comment 
among bankers and publicity experts, 
for his advertising not only presents 
the services of the Commerce Banks to 
the public in a convincing way, but he 
also manages to get in a good word 
occasionally for Kansas City, the 
Southwest, and not infrequently for 
the whole United States. 

Mr. Staker is a native of the great 
Middle West, having been born at 
Clayton, Illinois, in 1885. He was 
educated in the schools there, and in 
1907 was graduated from the Univer- 
sity of Illinois with the degree of LL.B. 
In October, 1912, he became manager 
of the safe deposit vaults of the Com- 
merce Trust Company, Kansas City, and 





Is It Not Sound Policy 


to send your Baltimore business to the bank 
whose half century of experience gives assur- 
ance of efficiency and strength? 

For the handling of collections and all other 
banking business, this institution is admirably 


Large capital, surplus and resources enable 


this bank to offer you complete banking facili- 
ties and services which are real and not 


The National Exchange Bank 


Baltimore, Md. 
Capital & Surplus, $2,500,000 Resources, $22,380,000 


WALDO NEWCOMER, President 
SUMMERFIELD BALDWIN, Vice-President 
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CLINTON G. MORGAN, Vice-Pres. 
WILLIAM R. WEBB, Asst. Cash. 
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remained in charge just seven years 
during which time the business was 
built up to the limit of the capacity 
which the vaults afforded. For the past 
five years Mr. Staker has managed the 
publicity work for the Commerce Trust 
Company and during the last two years 
for the National Bank of Commerce 
also. 

Mr. Staker is live and energetic, and 
deservedly personally popular because 
of his industry and ability, and espec- 
ially for the reason that his most 
marked characteristic is to forget him- 
self in the service of others. 


NATIONAL BANK OF COMMERCE, 


KANSAS CITY 


Total resources of $83,181,832.62 
are shown in the September 12 state- 
ment of the National Bank of Com- 
merce of Kansas City, Mo. At the same 
time the bank’s statement showed total 
deposits of $59,295,771.03. 

The Commercial Trust Company, 
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| Audits 1a Systems 
for Banks 


Our specialty is con- 
ducting efficient and 
thorough bank and com- 
mercial audits, and the 
installation of account- 
ing systems for banks, 
trust companies, and 
foreign exchange de- 
partments. 


McArdle, 
Djorup & McArdle 


42 Broadway, New York 











whose capital stock is owned by the 
stockholders of the National Bank of 
Commerce showed total resources of 
$41,643,391.24 and deposits of $38,- 
985,668.20. 

These two aflliated institutions have 
a combined capital, surplus and profits 
of #8,283,199.22; combined deposits of 
$98,281,439.23, and combined total re- 
sources of $124,825,223.86. 


FIRST NATIONAL BANK OF WINFIELD 
(KAN.) TO REMODEL BANKING 
QUARTERS 


Active work on remodelling the bank- 
ing quarters of the First National Bank 
of Winfield, Kan., will be commenced 
in the near future by Hoggson Broth- 
ers, the New York and Chicago build- 
ers. The plans call for extensive al- 
terations which will result in a banking 
home with ample accommodations not 
only for present requirements, but also 
for future needs of the bank. 


The First National Bank was organ- 
ized in 1872 and its history is one of 
steady, consistent growth along conser 
vative lines. Its present officers are: 
W. C. Robinson, president; J. E. Dunn, 
vice-president; H. A. McGregor, cash- 
ier; H. E. Cooper, C. S. Dever and H. 
H. Hanlen, assistant cashiers. 


NEW BRANCHES FOR AMERICAN STAT: 
BANK 


The American State Bank of Detroit 
has announced the purchase of the priv 
ate banks of Ferdinand Palma, located 
at Russell and Monroe avenues and 
Scott and Riopelle. 

These will be operated by the Ameri 
“an State Bank as branch banks and 
will increase the number of branches of 
this institution to fifteen. 


SHORTAGE OF COMMODITIES IN 
NORTHWEST 


Under-production in the East is hav- 
ing its effect on the Northwest, accord- 
ing to a review of business conditions 
by the Northwestern National Bank. 
A shortage of commodities of many 
sorts, delays in receiving goods and can- 
cellations by factories of long-standing 
orders are common impediments in the 
business of Twin City wholesalers. 
Lines affected are textiles (noticeably 
cotton goods), hardware, toys for the 
holidays, food products to some extent 
—almost every class, in fact, to a great- 
er or less degree, from wrenches to 
diamonds. The shortage is chiefly due 
to labor trouble, both in factories and 
the process of transportation. The ex- 
odus of industrial workers to munition 
and other wartime plants has not been 
followed by a complete return to the 
former status, and this complete return 
could hardly be expected. The mosaic 
formed by our pre-war social structure 
which presented a pattern that was 
roughly harmonious, suddenly buckled 
up by war, will never reassemble itself 
into quite the same design. 


Vv. C. BONESTEEL GOES TO SIOUX CITY 


Verne C. Bonesteel, until recently 
national bank examiner for central and 
western South Dakota, has been elected 
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W. J. WOLLMAN & CO. 


120 Broadway, New York 


Members New York Stock Exchange 
Investment Securities 
Bankers and Trade Acceptances 


Our Review of Financial, Commercial, Industrial and Economic 
Conditions Issued Every Two Weeks Sent Upon Request 




















a director and vice-president of the 
Security National Bank, Sioux City, 
Iowa. 





VERNE C. BONESTEEL 


Recently elected Director and Vice-President of the 
Security National Bank, Sioux City, Iowa. Mr. 
Bonesteel was formerly National Kank Ex- 
aminer for central and western 

South Dakota 


Mr. Bonesteel was graduated from 
the University of Wisconsin in 1912 an 
then went into the James Valley Bank, 
Huron, South Dakota, and was cashier 


of this bank and also president of the 
Guaranty State Bank, Ree Heights, 
South Dakota, when he was appointed 
national bank examiner for the district 
above-named in September, 1918. He 
has given special study to the subject 
of bank credits. 


INCREASE IN RENO BANK CLEARINGS 


Bank clearings for the year ending 
October 31 in Reno, Nev., amounted to 
$38,368,198.80, an increase of $6,886,- 
061.10 over the previous year. Officers 
of the Clearing House Association were 
elected as follows: 

President, Fred Stadtmuller, assistant 
cashier, Washoe County Bank; vice- 
president, J. O. Walther, assistant cash- 
ier, Reno National Bank; secretary, L. 
S. Reese, with Farmers and Merchants 
National Bank; treasurer, Bank of 
Sparks. 


SPOKANE BANK HAs $20,000,000 
DEPOSITS 


Doubling its deposits for the seventh 
time the Old National Bank of Spok- 
ane, Wash., passed another milestone in 
its history last month when its deposits 
went beyond the $20,000,000-mark for 
the first time. The bank doubled its 
deposits in 1895, 1897, 1902, 1904, 
1905, 1918 and 1919, considering only 
the round figures. 

The greatest gains were made in the 
six years between 1913 and 1919 when 
deposits doubled for the last time, in- 
creasing $10,000,000 in that period. In 
the seven-years’ period preceding 1913 
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ACH of our Correspondent Offices 
is equipped to render unusual invest- 
ment service to banks. 


Whenever you wish to buy bonds, short 
term notes or acceptances, or wish bids and 
quotations or information concerning any 


ALBANY 
Ten Eyck Building 
Tel. 6090 Main 


ATLANTA 

Trust Company of 

Georgia Bldg. 
Tel. 7541 Ivy 


Attantic City 
Chalfonte Block 
Atlantic City 749 


BALTIMORE 
Charles & Fayette Sts. 
Tel. 5898 St. Paul 


Boston 
10 State Street 
Tel. 8100 Main 


BuFrraLo 

Ellicott Square Bldg. 
Tel. (Bell) 
2472 Seneca 


Cuicaco 

137 So. La Salle St. 
Tel. 7200 
Randolph 


CincINNATI 
4th Nat’! Bank Bldg. 
Tel. 422 Main 


CLEVELAND 
Guardian Building 
Tel. (Bell) 
763 Ontario 


Dayton 

Mutual Home Bldg. 
Tel. 1621 Main 

DENVER 

718 Seventeenth St. 
Tel. 1475 Main 

DETROIT 

147 Griswold Street 
Tel. 2632 Cherry 

Hartrorp, Conn. 

Mutual Bldg. 

Tel. 8475 Charter 
INDIANAPOLIS 
Fletcher Sav. & Tr. 
Building 

Tel. 5011 Main 
Kansas City 
1017 Baltimore Ave. 


Tel. 2706 Main 
Los ANGELES 
507 So. Spring Street 
Tel. 10203 
MILWAUKEE 
First Nat’! Bk. Bldg. 
Tel. 2880 B’ way 


MINNEAPOLIS 
Builders’ Exchange 
Building 

Tel. 8060 Nicollet 
Newark 

79° Broad Street 
Tel. 1943 Marker 





A Service 


For Banks 


issue, simply call us up on the telephone. 
To facilitate quick service we have added 
10,000 miles of private telegraph wires. 


Among 


the principal cities are the 


following in which you may find the near- 
est National City Correspondent Office. 


New ORLEANS 
301 Baronne Street 


Tel. 3882 Main 


OmaAHA 

First Nat’ Bk. Bldg. 
Tel. 3316 
Douglass 


PasaDEna, CAL. 
Citizens Sav. Bk. Bldg. 
Tel. 385 Colo. 

PHILADELPHIA 

1421 Chestnut Street 
Tel. 5400 Locust 

PiTrTsBURGH 

Farmers’ Bank Bldg. 
Tel. 5926 Grant 


PorTLanp, Me. 
Union Mutual Bldg. 
Tel. 6905 Main 
PorTLanD, Ore. 
Railway Exch. Bldg. 
Tel. 6095 Main 
PROVIDENCE 
Industrial Trust Bldg. 
Tel. 3262 Union 


RicHMoNnD 
923 East Main Street 
Tel. 3436 Mad. 


RocHESTER 
Wilder Building 
Tel. (Bell) 

4007 Main 


In other cities, over 50 in all 


San Francisco 
424 California Street 
Tel. 921 Kearny 


SEATTLE 
Hoge Building 
el. 2254 
Elliott 
SprINGFIELD, Mass. 
grd Natl. Bk. Bldg. 


Tel. 325 
Walnut 


Sr. Louis 
415 Olive Street 
Tel. 7140 Olive 


WaAsHINGTON 
741-15th Street,N. W. 
Tel. 3176 Main 


Wi-keEs-Barre 

Miners’ Bank Bldg. 
Tel. (Bell) 2120 
Wilkes-Barre 


Lonpon, E. C. 2, Enc. 
34 Bishopsgate 
MontreEAL, CanaDA 
74 Notre Dame St. W. 
Tel. 8480 Main 
Toronto, CANADA 


10 King Street East 
Tel. 623 Main 


The National City Company 


National City Bank Building 


New York 
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it also doubled its deposits, the increase 
then being $5,000,000. 

Deposits have increased more than 
$1,000,000 since the last call, Septem- 
ber 12, when the official figure was 
$18,959,000. 

The Old National was organized and 
opened for business in 1892 with capital 
of $250,000, when Spokane had a pop- 
ulation of 23,000. The capital was dou- 
bled in 1906 to $500,000. It was again 
doubled in 1910, making it $1,000,000, 
and was increased to $1,200,000 in 
1918, at which figure it now stands. 

While Spokane increased in popula- 
tion from 28,000 to 135,000 the Old 
National’s deposits increased from 
$100,000 to $20,000,000. Population 
gained 490 per cent., while the bank’s 
deposits gained 20,000 per cent. 

W. D. Vincent, vice-president, is the 
only officer still with the bank who was 
on the staff when the bank was organ- 
ized. He was assistant cashier in 1892. 
J. A. Yeomans, cashier, has been with 





JOHN J. ARNOLD 


Supervisor of Foreign Business Bank of Italy, 
San Francisco, Calif. 





"THROUGH years of constructive 

service the Collins Publicity 
Staff has become, in effect, the 
Business Extension Department of 
progressive bankers throughout the 
entire country. The modern methods 
employed and broad experience drawn 
upon is available to one banker in 
each community. 


Write for ‘‘Service’’ Brochure. 
Collins Publicity Service 
PHILADELPHIA PENNSYLVANIA 





the bank since 1895, when he entered its 
employ as a bookkeeper. 


J. J. ARNOLD GOES TO SAN FRANCISCO 


After having served the First Na- 
tional Bank of Chicago in various 
capacities, and since January, 1914, 
as vice-president and manager of the 
foreign department, John J. Arnold has 
recently gone to San Francisco as 
supervisor of the foreign business of 
the Bank of Italy. Besides being a 
recognized foreign exchange expert, 
Mr. Arnold has given close study to 
international trade problems and has 
written and spoken extensively on such 
subjects. In his new position with the 
Bank of Italy he finds a congenial and 
profitable field for the exercise of his 
banking tastes and abilities. 


CALIFORNIA’s PROSPERITY 


The American National Bank of San 
Francisco report continued prosperity 








Scientifically Simple--A Few 
Minutes’ Demonstration Proves It 


On request, The Dictaphone representa- 
tive calls with a machine, and gives the 
bank official and his secretary an actual 
working demonstration. 


The official dictates a letter or two, and 
the girl transcribes them. And once they 
both learn how quick and convenient it is for 
getting out the daily mail, neither of them 
will ever want to see it go out of the office. 


Phone or write to branch nearest you for 
15-minute demonstration. See your tele- 
phone book. 


1, DIC TAPAVNE 


8, Dept. 126-K,Woolworth Building, New York City 


Suche aN Branches Everywhere Wriie for Booklet, ‘‘The Man at the Desk’’ 


lS phon: 
~ There is but one Dictaphone, tr>de-marked “The Dictaphone,” 
_— made and merchandised by the Columbia Graphophone Company 
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Reproduced by courtesy of Bankitaly Life 


SAN FRANCISCO'S FIRST BANK 
Henry Naglee, who arrived in San Francisco in 
March 1847, established the first bank, January 9, 1849, 
under the firm name of Naglee & Sinton. The bank 
was known as “The Exchange and Deposit Office’ and 
was opened in the Parker House, on Kearny Street, 
where the Hall of Justice now stands. 





in California. It states in the trade 
letter issued October 25: 

If money returns are the symbol of 
prosperity, there can be no doubt of 
the solid basis upon which California’s 
prosperity rests. This is essentially 
an agricultural state, and never before 
were the cash receipts in the agricultur- 
al pocket so large as in this year of 
grace one thousand nine hundred and 
nineteen. Not only have the products 
of soil and sunshine yielded beyond 
expectation, but in the matter of mar- 
kets the grower has been uncommonly 
favored. 

It is of record that the shipments 
of citrus fruits from this state from 
November 1, 1918, to October 12, 1919, 
were 47,140 cars, with shipments stil! 
going at the rate of nearly a hundred 
carloads a day. For the same period 
of the previous year the shipments were 
22,897 cars. Production of oranges 
for the present season is estimated to 
reach 14,500,000 boxes. By the first 
of November shipments of the new na- 
vel crop will be going forward from the 








FINS 
© 


An Investment 
Strongly Safeguarded 
. . ly 
Yielding 7%” 
Cities Service Co. in addition 
to being one of the world’s largest 
producers of oil, controls and 
operates 84 public utility prop- 
erties in the United States and 

Canada. 

This diversity in business as 
well as location provides unusual 
safeguards for the investor. 

Preferred Stock Dividend Re- 
quirements were earned five 
times over in 1918. 

Statement of Earnings sent to 
stockholders each month, keeping 
them in close touch with the com- 
pany’s progress. 

Dividends payable monthly. 

Ask for circular BM-4 


Henry L. Doherty 
& Company 


Bond Department 


60 Wall Street, New York 




















Tulare County district, and there is 
worry over the shortage of refrigerator 
cars, which the Railroad Administration 
seems unable to supply in the quantity 
required. 


CANADIAN BANKERS ASSOCIATION 


At the annual meeting of the Cana- 
dian Bankers’ Association, E. L. Pease, 
managing director of the Royal Bank 
of Canada, retired from the presidency 
after filling that position for the past 
three years. C. A. Bogert, Toronto, 
general manager of the Dominion Bank, 
was elected to the office in conformity 
with the usual rotation followed by the 
association in alternating its choice be- 
tween ]fontreal and Toronto bankers. 
Mr. Pei se was made an honorary presi- 
dent of the association. 

The rice-presidents el: ted at the 











Banks Use the PHOTOSTAT 


(Reg. U.S. Pat. Off.) 


FOR COPYING 
With Speed Absolute Accuracy Low Cost 











| In the Administrative Department— 
Reports, Ledger Pages, Signature Cards, Checks 


In the Business Information Department— 
Letters, Prospectuses, Charts, Graphs 


In the Foreign Exchange Department— 
Drafts, Acceptances, Bills of Lading, Shipping Lists 


In the Trust Department— 
Wills, Deeds, Trustee Accountings, Bonds, Inventories 


In the Legal Department— 
Contracts, Court Exhibits: Pages from Books 


Photostat Copies are accepted in lieu of originals 


These are characteristic 
reports: 


(1) “The really efficient 
way, we believe, is by 
the Phostostat — the 
Photographic Copying 
Machine.” 


(2) “Photographie cop- 
ies are in a class by 
themselves. ‘Ihere is 
no substitute for 
them—they are iden- 
tical in every respect 
with the original; 
they will hold in any 
court the same as 
though they were the 
original.” 


(3) “We have used the 
Photostat for Photo- 
graphic copying for 
over two years—it is 
very simple to oper- 
ate (an intelligent 
boy can learn in less 
than a half day) and 
the speed with which 
it works is remark- 
able.” This Cut Shows a Photostat Installation 


The copies are made direct upon paper and in a few minutes 


are ready for use 


Manufactured by the Eastman Kodak Company exclusively for the 


Commercial Camera Company 


343 State Street, Rochester, N. Y. 
Chicago, New York City, Philadephia, Providence, Washington. 


Alfred Herbert, Ltd., Coventry, England, 
AGENCIES: Societe Anonyme Alfred Herbert, Paris, Fran 
ee Societa Anonima Italiana Alfred Herbert, Milano, Italy, 
Graham Brothers, Stockholm, Sweden. 
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“PERFECTION” 
Memo Record and Date Combination 


Keeps a Permanent Record of Important 
Data Right at Your Finger Tips 
Memoranda on scraps of paper are easily lost. If the memo is 

worth putting down, it is worth writing where it can be found. 


Leaves for each ‘day of the year mounted on Iron, Steel and 
Wood Bases. 





Style No. 108—Descriptive matter cov- 





Unequaled for high class publicity purposes. 
to obtain from your local stationer, write 
Hale Specialty Co., Inc., Sole Mfgrs., 
ering complete line mailed upon request 120-124 N. Jefferson St., . 


If you are unable 


Chicago, Ill. 














meeting were as follows: Sir Frederick 
Williams-Taylor, general manager of 
the Bank of Montreal; M. A. Richard- 
son, general manager of the Bank of 


C. A. BOGERT 


Manager Dominion Bank of Canada, recently elected 
President Canadian Bankers Association 


Nova Scotia; Sir John Aird, general 
manager of the Canadian Bank of Com- 
merce, and C. E. Neill, general manager 
of the Royal Bank of Canada. 


The president and vice-presidents, to- 


gether with Edward C. Pratt, general 
manager of the Molsons Bank, and J. 
P. Bell, general manager of the Bank 
of Hamilton, constitute the Executive 
Committee of the association. 


BANK OF TORONTO 


A branch of this bank has been 
opened at Fort William, Ontario, under 
the management of J. C. Wolfraim. 


ROYAL BANK COMPLETES FIFTY YEARS 


On October 18 the Royal Bank of 
Canada celebrated its golden jubilee, 
its doors having first been opened on Oc- 
tober 18, 1869. Several other Canadian 
banks are older than the Royal, but as 
regards total assets it is second only 
to the Bank of Montreal; the progress 
of the Royal Bank has, therefore, been 
rapid, and in the West Indies and South 
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PROMOTIONS 
SYNDICATIONS 7 
CAPITALIZATUON ' 

SORPORATE FINANCE 
UGGLING ACCOUNTS 
REORGANIZATION 


BUSINESS FINANCE 


By W. H. LOUGH 
$4.20 Postpaid 


DIXIE BOOK SHOP 
41 Liberty Street New York 
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ESTABLISHED OVER HALF CENTURY 


Furs of Finest Quality 


IN THE 


Latest Fashions 


Embracing the very latest foreign models, together 
with many beautiful and original styles by our own 
designers, may now be seen in our showrooms. 


ALL THE 


Richest and Choicest Furs 
such as Russian Sable, Alaska Seal, Silver Fox, Chin- 


chilla, Black Fox, etc., are represented in our Coats, 
Wraps, Neckpieces and Muffs. 

Every article of our manufacture satisfies the eye 
with the quality of style, an element of the utmost im- 
portance to those who desire an air of distinction in 
their attire. 

Our stock includes every desirable fur, not only the 


costliest, but those of moderate price, equally stylish 
and fashionable. 


MEN’S FUR AND FUR LINED COATS 
CLOTH COATS WITH FUR COLLARS 


C. C. SHAYNE & CO. 


Manufacturers of 


STRICTLY RELIABLE FURS 
126 West 42nd Street New York 
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VENUS Pencils are time-savers, for executives 
of great financial institutions and members of 
their staffs ahke. Their superb, smooth-writing, 
non-crumbling leads assure comfort and economy 
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For bold heavylines 
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and sketching 
23-B-HB-F- 
For clean fine lines 
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5H-6H 
For delicate thin 
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{F R E E __ Box of ave trial length samples and[a 
_~ VENUS Eraser on request. , ; 


American Lead Pencil Company 
” 214 Fifth Ave., Dept. B, New York 
ie and Clapton, London, Eng. 











America it has established remarkably 
extensive connections. 

When founded the Royal Bank was 
known as the Merchants Bank of Hali- 
fax. It took over the Merchants Bank 
(of Halifax), a private partnership 
bank. At the outset it had a capital 
of $800,000, and a reserve fund of 
$20,000. Total deposits amounted to 
$284,655; total loans, including call 
loans. $266,970 and total assets $729.- 
000. For a number of years its busi- 
ness was confined entirely to the mari- 
time provinces. At the end of ten years, 
however, the number of its branches had 
grown from one to twelve, and in 1879 
its capital had increased to $900,000, re- 
serve fund to $180,000, total deposits 
to $1,097,025, total loans to $2,092,729, 
and total assets to $2,667,000. 

In 1899 Mr. Pease was formally ap- 
pointed joint general manager and had 
under his direction the branches in 
Montreal, in British Columbia and in 
Cuba. D. H. Duncan, who had been 
general manager since 1882, continued 





the supervision of the business at the 
head office, in the maritime provinces 
and in Newfoundland. In this year 
also a further new departure was made 
in the opening of a branch in New York 


‘City. In 1916 Mr. Pease assumed the 


office of vice-president and managing 
director, and C. E. Neill became gen- 
eral manager. 


INCOME WAR TAX ACT OF CANADA 


The Royal Bank of Canada has com- 
piled a very valuable digest of the In- 
come War Tax Act of Canada and the 
amending acts of 1918 and 1919. 


NEW SECRETARY FOR A. B. A. 


The American Bankers Association 
has announced the selection of Guy E. 
Bowerman of Idaho as general secre- 
tary of the association to succeed Fred- 
erick E. Farnsworth, resigned. Mr. 
Bowerman has accepted and will as- 
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This announcement was featured by us several weeks ago, but 
Note: its importance and the wide field of buyers interested, have 
led ustorepeatit. Federal Adding Machine Corp'n. 





e/Al National Experiment to 


Reduce Sales Expense ~ 
In Which You May Participate 


YOU realize that it has been 

costing you up to 45 per cent 
of the price of every adding 
machine you buy, just to be 
induced to buy it? 


For years the established price of a 
9.column adding and listing machine has 
been $300 or more. Nearly half of this 
represents selling expense, but the Federal 
Adding Machine Company is seeking to 
determine by means of a national economic 
experiment, whether this price cannot be 
greatly reduced. 


We believe a great number of business 
men are convinced that adding machines 
are a necessity and are now ready to buy 
without having adding machines sold to 
them by expensive sales organizations. 


Every business and financial house east 
of the Missixip i will receive through the 
mails within the next two weeks, an 
announcemement of the Federal experi- 
mental selling plan—an offer of 1000 
standard $300 Federal Adding 
Machines at $222.50. 


We are doing this in order to determine 
the actual selling cost, and to establish the 
future selling oie of this company. 


The "serve-self" idea is gaining recogni- 
tion in all lines of business. That is, the wise 
economy of cutting out all expensive "frills" 


In constant use for five 
ears by some of the 
argest corporations in 

the East,including the 

Federal ‘Government. 
Ezacting tasks have 

proved its merit finally. 








in getting merchandise into the consumer's 
hands. 


By being your own salesman, you can 
save in selling cost. When that cost in the 
past has run as high as 45 per cent, it 
means a Teal saving to you. This is the 
idea behind this experiment, which we be- 
lieve meets the new conditions and busi- 
ness needs of the present time. 


We would have no trouble marketing 
the Federal along the old sales lines for $300. 
It is the "last word" in adding machines. 
designed by the veteran adding machine 
designer and builder, Charles Wales, as the 
crowning result of his genius and experi- 
ence. It is backed by a well-financed 
corporation, and is manufactured by one 
of the finest mechanical and engineering 
organizations in the country—Colt's Patent 
Fire Arms Mfg. Co., Hartford, Conn. 


But we know that right now American 
business men are demanding that needless 
waste be eliminated in merchandising 
methods just as truly as in factory methods. 


Are we right? You who use and 
need adding machines—would you 
rather BUY one for $222.50 or BE 
SOLD one for $300. 


Federal Adding Machine Corp’n, 
251 Fourth Avenue New York 


The Standard Federal “A"’ Adding and Listing Machine 
has nine column capacity, eight one keys; 13 inch carriage; 
roll-paper holder; flexible key-board; easy handle pull 
(motor equipment if desired). Only half as many parts 
in the Federal as in other standard machines, Stronger 
construction, standardized interchangable parts. Every 
item visible. Adding machine service guaranteed. Write 
Sor sixteen page illustrated booklet. 
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Fully Patented and 
Guaranteed 


Does 
this* 


Protects Payee's Name 
Eliminates Dangerous Two Line Checks 
The Only Mechanical Device That Does This: and 


ALL IN ONE OPERATION 


The Safe-Guard Check Writer 


Protects Legal Written Amount 


For Full Particulars Write 


Safe-Guard Check Writer Co., Inc., 


5 Beekman Street, New York City, N. Y. 








sume the duties of his office January 
1, 1920. 

Guy E. Bowerman was born at Cold- 
water, Mich. He began his banking 
career in South Dakota, where he spent 
fifteen years before going to St. An- 
thony, Idaho, some twenty years ago. 
He organized the First National banks 
of St. Anthony, Ashton and Driggs, 
Idaho, in which institutions he later dis- 
posed of his interest. He participated 
actively in the organization of the Idaho 
State Bankers Association and his talent 
for organization work, coupled with his 
own personal interest in the passage 
of necessary and beneficial banking leg- 
islation, resulted in his being honored 
a number of times by the organizations 
with which he became identified. He 
has been president of his District Bank- 
ers Association and of the Idaho State 
Bankers Association, vice-president of 
the American Bankers Association for 
the State of Idaho, and in 1915 was 
elected a member of the executive coun- 
cil of the American Bankers Associa- 
tion for a three year term. He has 
also served on the State Legislative 
Council and the Federal Legislative 
Council. He is at present interested in 
banks at St. Anthony, Sugar City, Rex- 
burg, Rigby and Brookland, Idaho, as 
well as two banks in Salt Lake City. 
He is also vice-president and director 
of two banks and a director of the Home 
Fire Insurance Company at Salt Lake. 

Mr. Bowerman’s service to his state 


in a broader way may be realized from 
the fact that he served as a member of 
the Idaho Legislature and was chairman 
of the appropriations committee of the 


House. He was a member of the Idaho 
Committee on War Activities and is at 





BE A THRIFT CITIZEN 


BUY 
TREASURY 
SAVINGS 
CERTIFICATES 


They Are 
1. Practically Tax Exempt. 
2. Registered Against Loss or Theft. 
3. Redeemable for Cash. 
4. Not Subject to Market Depreciation. 


ASK YOUR BANK 


Government Loan Organization 


120 Broadway, New York 
































READY FOR IMMEDIATE DELIVERY 
Thirty Years of Banking Law 
The New Banking Law Journal 


DIGEST 


By JOHN E. BRADY, of the New York Bar 


A Digest of all the Decisions published in the Banking Law 
Journal, the only publication in the United States devoted 
exclusively to Banking Law, from its foundation in 1889 to 
March, 1919—thirty years. 





The book is now ready for delivery and contains over 400 
pages. All decisions correctly classified and indexed for 
easy and ready reference. It is easily the 


most useful and most valuable bock ever 
produced for Banks. Every Banker in 
the United States can use it and get 
many times its cost from its pages 


An Encyclopedia of Banking Law 


The book contains more than 5,000 digests of banking decisions, 
placed under 125 main headings, aphabetically arranged, begin- 
. . 66 ary ‘ “é > . 99 
ning with “ Acceptances *’ and ending with ~~ Warehouse Receipts 


If you have it, you have all the law down to date, and the Banking 
Law Journal, with its Index Digest, will supply your future wants 


Price, $5.00 postpaid 


IF This book is not to be confused with the Digest of the Opinions of 
the General Counsel to be issued by the American Bankers Association, or 
with Harrison’s Bank Law and Taxation Digest, which is a digest of the 
state banking laws reiating to negotiable instruments, holidays, days of 
grace, reserves, capitalization, organization of banks, etc. 





THE BANKERS PUBLISHING CO., 
258 Broadway, New York, U.S. A. 

Send us on approval one copy of *“‘ THIRTY YEARS OF 
BANKING LAW,” with bill for $5.00. We will either remit 
or return the book within five days. 

ERE INIA ATED Ree ye OA ORR ER Ce Pe 








a he a 22 oe fe eee oe (UOC 8 on 


—~= Doma = oe ome 




















ADRIAN H. MULLER & SON 


55 WILLIAM STREET, Corner of Pine Street, NEW YORK 


AUCTIONEERS 


The Business of Banks, Bankers, Investors and Dealers in Securities 
generally, receives prompt and careful attention. 


STOCKS AND BONDS AT AUCTION 


REGULAR AUCTION SALES OF ALL CLASSES OF STOCKS AND 
BONDS EVERY WEDNESDAY 


Real Estate at Public and Private Sale 


Prompt Returns on all business entrusted to us 








present Commissioner of Finance for the 
State of Idaho. This office he accepted 
at the urgent request of Governor Davis, 
in view of Mr. Bowerman’s known abil- 
ity to handle intricate details of state 
finance, including the subject of taxa- 
tion. 

Mr. Bowerman is a man of independ- 
ent fortune, for besides his banking in- 
terests, he has an extensive investment 
and real estate loan business, which it 
has taken many years to build. His 
broad experience in banking and busi- 
ness affairs combined with the fact that 
his training and environment enable 
him to get the viewpoint of the country 
banker, makes Mr. Bowerman an ideal 
man for the office of general secretary 
of the American Bankers Association. 
He possesses a commanding presence, 
unusual dignity, and a pleasing person- 
ality. 

The regard in which Mr. Bowerman 
is held in his own community is shown 
by the fact that he has served as mayor 
of the City of St. Anthony, and has 
been honored by high office in the Ma- 
sonic fraternity, of which he is a mem- 
ber. 

Mrs. Bowerman is a woman of un- 
usual culture and is well-known through- 
out the west by reason of her activities 
in women’s club work. They have one 
son, Emerson, who left his work at 
Yale to spend two years in France with 
the Red Cross during the war. 

The administrative committee believes 
that in Mr. Bowerman it has selected 
a man whose personality and training 


make him peculiarly fitted to be of in- 
estimable service to the American Bank- 
ers Association. 

Colonel Frederick E. Farnsworth, 
whose resignation as general secretary 
of the American Bankers Association 
was tendered at the recent convention 
at St. Louis, to take effect on the selec- 
tion of his suecessor, has announced that 
he will leave that office January 1, to 
take up his new duties as president of 
the Bankers Statistics Corporation of 
New York. 


GROWTH OF THE MORRIS PLAN 


The high wages now, and for some 
time past, paid to industrial workers 
throughout the United States do not 
seem to have lessened the necessity of 
borrowing to meet their current econo- 
mic needs. Reports to the end of 
August from 104 cities show that loans 
on The Morris Plan, which in the first 
eight months of 1918 amounted to a lit- 
tle less than $28,000,000, aggregated 
32,000,000 in the corresponding period 
of the present year—an increase of over 
$9,000,000, or about forty per cent. In 
Chicago alone the increase during the 
eight months amounted to nearly $500,- 
000, the business done being nearly 
fifty per cent greater than in the same 
period in 1918. In New York City the 
number of loans in the first nine months 
of 1919 was 29,143, which was 7,753 
more than a year ago; and the amount 
increased from $3,758,494 to $4,557,- 
106—a gain of nearly $800,000. 

The recent attempts of the New York 
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New Revised Edition Now Ready 


The 
Practical 
Work ofa 


Kniffin, Jr. 


Author of 
“*The Savings Bank 


and its Practical Work’’ 


Fifth Edition 
Revised 

Over 600 pages 
Illustrated 


Price $5.00 
delivered 





N the 600 pages of this book Mr. Kniffin 
covers every phase and detail of the op- 
eration of a modern bank. There is not 
a detail from the handling of the morn- 

ing’s mail to the extension of credit, from the 
duties of the messenger to the functions of 
the president, that he does not consider care- 
fully and describe in an interesting way. 

Mr. Kniffin has had a banking experience 
extending over twenty-five years, and is an 
acknowledged expert. But he has not de- 
pended upon his own knowledge and expe- 
rience. He has, in addition, gone to leading 
bankers throughout the country adding their 
experience and their methods to his own. 
“The Practical Work of a Bank” is some- 
thing more than a book. It is an encyclo- 
pedia, a complete text book for the student 
of banking. 

A valuable feature of this book is the 
large number of charts and forms which are 
reproduced. These are the actual forms 
which are used by some of the leading bank- 
ing institutions in their various departments 
and a careful study of them will give the 
reader many valuable ideas and suggestions. 

Bank equipment is discussed in detail. The 
author goes into the subject of the best ar- 
rangement of the banking room, the location 
of the cages, the best place for the officers’ 
quarters. He discusses filing, the various 
books used in the bookkeeping department, 
the statement system, employees’ pensions, 
days off, stationery and supplies, and the best 
methods of handling the mail. 


Particular attention has been given to the 
subject of bank credit, one hundred and fifty 
pages being devoted to that subject. On 
this subject the author writes with excep- 
tional information and force. He holds the 
prize offered in 1911 by the late James G. 
Cannon to the men of the New York Chapter 
of the American Institute of Banking for the 
best essay on this important topic. 


THE BANKERS PUBLISHING COMPANY 


258 Broadway 


New York City 
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policemen and firemen to induce the 
Board of Aldermen to increase their 
pay is supported by overwhelming testi- 
mony to the effect that a large propor- 
tion of the members of the city’s uni- 
formed employees have been forced by 
necessity to become habitual borrowers 
from the Morris Plan Company. 


“THE FABRIC OF CIVILIZATION” 


Because the cotton industry is at 
present undergoing a number of pro- 
found changes which will affect, direct- 
ly or indirectly, the vast majority of 
the peoples of the earth, the Guaranty 
Trust Company of New York has just 
issued an illustrated booklet sketching 
in their broad outlines the chief phases 
of the industry, from the grower to the 
consumer as they exist today. The 
book, which is called “The Fabric of 
Civilization, a Short Survey of the 
Cotton Industry in the United States” 
has been distributed at the World’s 
Cotton Conference held this month in 
New Orleans. Not the least interesting 
feature is a chart giving the range of 
cotton prices from January, 1913, to 
September of this year. 

A short historical sketch of the de- 
velopment of the industry, first in 
India, and then in Europe, and finally, 
with the invention of the Cotton Gin, 
in the United States, is followed by a 
description of the raw cotton and cloth 
markets, and a discussion of the 
financial methods by which growing, 
manufacture, and merchandising are 


made possible. There are chapters de- 
scribing the various methods of cultiva- 
tion, and the technical operation inside 
the mill and in the finishing plants. 

The book points out that while the 
United States produces more than half 
the cotton fibre grown in the world, the 
leadership in manufacturing is held by 
Great Britain, whose spindlage, in the 
year the war began, was almost twice 
that of this country. The opportunities 
now open to American manufacturers 
to extend their sales in foreign 
countries are considered in a separate 
chapter of the book. 

“Despite the very remarkable growth 
which took place between 1910 and 
1913,” says this section in part, “the 
United States ranked fifth among the 
nations exporting cotton goods. The 
reasons for this might be summed up 
almost in a word. The attractiveness 
and rapid growth of the home market 
provided an outlet for practically the 
whole output of American mills. With 
high prices prevailing in the home 
market, the manufacturer was not 
called upon to exert himself to stimu- 
late sales in regions where competition 
would inevitably be keen and profits 
small. 

“The war served to disarrange the 
system of cotton cloth distribution of 
the whole world. It is now a common- 
place to say that the United States, by 
the cutting off of the usual sources of 
supply, succeeded for the first time in 
entering in force markets which hither- 
to had been closed. It would probably 
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be truer to say that foreign buyers, 
finding it impossible to secure their 
customary supply from their regular 
sources, came to the United States and 
asked American manufacturers to sup- 
ply their imperative wants. 

“Just what this meant is found in the 
statement that while in 1913 our total 
exports of cotton goods amounted to 
about 445,000,000 yeards, in 1917 the 
figure was about 690,000,000 yards. 
an increase of 55 per cent. 

“The United Kingdom, during 1917, 
exported nearly 5,000,000,000 vards of 
cloth, so there is no immediate prospect 
that the United States will be a 
dangerous competitor for that country, 
except in a few limited lines and in a 
few markets. The chief gain to the 
American cotton industry brought. by 
the war was the opportunity it gave 
merchants to introduce their goods 
abroad at a time when loss was next 
to impossible. Operating at an assured 
profit they were able to learn the 
markets without the long and discourag- 
ing fight which would have been neces- 


THE BANKERS MAGAZINE 


sary had the competitive power of the 
other nations been at full force. If, as 
seems likely, the economic forces which 
projected the United States so suddenly 
and dramatically into the world’s mar- 
kets shall continue to operate, then the 
future will see a further development 
of our sales. 

“The general opinion sems to be that 
if the United States is to keep what she 
has gained by the war in the cotton 
goods trade the same care and agres- 
siveness will have to be shown in the 
foreign as in the domestic trade. Eng- 
land’s position today as the foremost 
exporter of cotton manufactures is the 
result of careful study of foreign mar- 
kets and their requirements, of catering 
to the tastes of the people, of aggressive 
advertising, of competent foreign sales- 
men, of reliability in filling orders, of 
good packing and of more or less liberal 
credit terms. Manufacturers in the 
United States will have to follow the 
same procedure if this country is to 
keep her present position in inter- 
national trade.” 
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The Cure for Industrial Ills 


By HON. 


GEORGE 


B. CORTELYOU 


Ex-Secretary of the Treasury 


— business life of the world is in 

a state of extraordinary readjust- 
ment. In this critical period America 
will lead, as she has led in the past, 
along the pathway of sound principle 
and enlightened progress. We have 
made great contributions to human bet- 
terment, and, while we falter at times, 
we seek to realize, as far as human 
frailty will permit, ideals of truth, jus- 
tice and right-living. But today, as in 
all times of unrest, we are beset by a 
multitude of the hasty, the unthinking 


or the evil-minded with panaceas for 
the relief of conditions about whicl: 
even the wisest among men and women 
hesitate to reach definite conclusions. 
The great mistake most of our present- 
day theorists are making is that while 
they are correct in the opinion that we 
are living in a world distraught, their 
remedies overlook the fact that the only 
effective cure will come through the age- 
tested formula of hard work, frugal 
living, economical government and thor- 
ough coéperation. 








